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AVCOM’S satellite receivers 
continue to make me look good. 


My customers 
get studio-quality 
satellite reception. 

And, | get 
all the credit. 


Because AVCOM receivers live 
up to their performance speci- 
fications and have such high 
reliability, you benefit from the 
resulting customer satisfaction. 

Ask any AVCOM dealer about 
AVCOM’S excellent reputation for 
products that work right from the 
carton. The first time. Every time. 

Compare AVCOM’S video 
quality to the competition. It’s un- 
surpassed. Carefully designed 
commercial-grade circuitry makes 
the AVCOM picture possible. 

AVCOM. It means Value. Reli- 
ability. And, Service. As an 
AVCOM dealer it means AVCOM’S 
commitment to your success. 


AVCOM Lets you profit from 
both the commercial and the 
home-use markets. 


AVCOM is a leading designer and 
manufacturer of unique satellite 
communications products for both 
commercial and private installa- 
tions. For example: 


COM-66T: A commercial receiver 
that features a detented channel 
selector and is compatible with 
AVCOM’S BDC-60 block down- 
converter. The result is a double 
conversion system that offers high 
stability and can be used with any 
brand and degree LNA. Other 


features include; automatic polari- 
ty switching output, tunable audio, 
sensitive signal meter and rack 
mount. 


COM-2A: The ultimate in Con- 
venience, Economy and Perfor- 
mance. Attractive styling fits any 
home decor. Ideally suited for low 


cost installations and delivers max- 


imum reliability and high perfor- 

mance. Features include; 

@ Attractive styling 

@ Tunable audio with switchable 
wide and narrow IF filters 
(optional) 

@ Remote control console 

@ Internal crystal controlled 
modulator 

@ Unclamped video output for 
decoders 


COM-3R: Now with APS-24 
Auto-Polarization Selector stan- 
dard. The full feature COM-3R is 
used around the world for a wide 
variety of unique TVRO installa- 
tions. Threshold peaking and 
selectable dual IF filters are op- 
tionally available for receiving 
international type transmissions. 

Call your AVCOM representa- 
tive today. It’s a sure way to con- 
tinue looking good. 


AVCOM’ 


500 Research Road. 
Richmond, VA 23236 
(804)794-2500 
Toll Free Order-Only Line 
800-446-2500 
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TOP OF THE MONTH 


CHANGE. It is all around us, all of 
the time. But seldom does it come so 
fast as to ‘take our breath’ away. 
This time it is different. Change, ‘out 
with the old’ and ‘in with the new,’ 
has been building all fall. And the 
nature and depth of that change will 
be the subject of a special issue of 
CSD/2 to be issued on January 
15th. 

AWARD. CSD began an ‘Industry 
Man of the Year’ award back in 
1980. He was H. Taylor Howard. 
This year’s award goes to the man 
‘who made us legal’; Richard L. 
Brown. It’s that element of ‘change’ 
again; one dramatic act, not ex- 
pected by many, which will have a 
profound impact on the way we do 
business in 1985. 

LUXOR. We began a look at their 
Motala, Sweden facility in Decem- 
ber and conclude it this month with 
some dialogue about how Luxor’s 
marketing philosophy in Europe is 
being transmitted to their North 
American TVRO selling program. 
Once again, it is that element of 
‘change’ at work in the industry. 

RECEIVERS. Two ‘also-ran’ U.S. 
designed and produced TVRO re- 
ceivers that have to date attracted 
only modest interest are studied in 
this issue; can ‘small’ American 
firms continue to compete with ‘big’ 
offshore producers? We'll see! 
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TESTS: 


Cosmos TVRO Receiver (Different!) 
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McCullough TVRO Receiver (Traditional) ..........ccccec- 


LUXOR’S MARKETING BACK-UP.........-cscc-ceccs:-cectddpsssvesees 
PIONEER’S PIONEER/ John Ramsey .................0..000000. 
BIRDIORERATIONAISNOMESS. ...0c-:..55-:.-00c- oes cs 


OUR COVER’ Richard L. Brown 
headed up the team which pushed 
through the industry's “legislative 
victory” during 1984; the full legal- 
ization of home satellite TV viewing 
for non-scrambled signals. Brown is 
this year’s “Man Of The Year’; see 
page 8 here. 
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tions although CSD is available alone for subscribers outside of the USA. 
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funds) elsewhere. All copies are sent worldwide via AlRmail. West Indies 
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association of the TVRO industry. CSD is copyright 1985© by Robert B., 
Susan T., Kevin P. and Tasha A. Cooper. 
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KENNEDY SPACE CENTER 


The Paraclipse 4.8 meter satellite antenna 
was installed atop NASA’s Central 


: Instrumentation Facility, at the Kennedy 
a Space Center, November 1983. 
. Paradigm engineer Gene Campbell 


(l.) and chief engineer Frank 
Casten (r.) assemble the 
superstructure using onl 
simple hand tools 
and step ladders. 
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NASA engineers watch as Gene and 
Frank fine\tune the 4.8 meter with a 
spectrum analyzer. 
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The completed installation of the 4.8 
meter antenna with the 3.8 meter 
Paraclipse in the background. 
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©Copyright 1983 Paradigm Mfg. Inc. 


Paradigm Manufacturing, Inc. 
3711 Meadowview Drive 
Redding, California 96002 
(916) 244-9300 (916) 365-9131 


PAGE 4/CSD/1-85 


COOP’S 
SATELLITE 
COMMENT 


UNBUNDLING HBO 

There is a battle underway pitting the ‘best of SPACE’ against ‘the 
best of HBO.’ We won't forecast a ‘winner’ here. But | think we can 
identify the possible losers. 

The battle is raging between the SPACE ‘position’ that CBD ser- 
vices on Galaxy 1 should not be ‘bundled together’ and the HBO 
position that they should be bundled. 

Bundling? What in the world does that mean? 

HBO believes that unless they are able to ‘market’ a ‘package’ of 
software/programming services via Galaxy, there can be no effective 
marketing campaign and therefore no CBD service. They don'tlike the 
phrase ‘bundling’ but that is the one SPACE has adopted when 
describing the HBO plan. 

SPACE, through legal counsel Brown, believes that bundling is 
someplace between unAmerican and illegal. Time will decide where it 
is within those limits, if indeed it is anywhere. SPACE says that if HBO 
bundles together ESPN (now on TR9 of G1), Disney, Cinemax, HBO, 
one or more Ted Turner services and perhaps others into a ‘single 
package at a fixed price,’ the TVRO consumer ‘loses.’ Why? 

SPACE points out that if the TVRO consumer is given only one 
option (‘the whole package, or nothing’), the TVRO consumer may 
be taking (and paying for) one or more services he or she would not 
buy ‘in the open market.’ Disney is a good example; ESPN is another. 
If you are forced to take Disney and ESPN to get HBO and Cinemax, 
but you never watch Donald Duck and never watch sports, you are 
paying for something you do not want and you are therefore being 
‘forced’ to buy; against you ‘will.’ 

SPACE thinks this is wrong, and wants to push HBO into a 
corner where HBO either offers G1 scrambled services individually, 
or, perhaps does not offer them at all. It is an emotional issue because 
everyone can identify with being forced to buy something they don’t 
want, to get something they do want. 

A magazine subscription is kind of like that. You order TIME to get 
the latest news and you never read the movie and TV reviews be- 
cause you never watch television or go to the movies. If you wanted to 
know about movies, you'd buy a movie magazine; if you wanted to 
know about TV, you'd buy TV Guide. So you pay some amount of your 
money for pages which don’t interest you. 

HBO says that if they are forced, legally or in the marketplace, into 
not offering a ‘package’ of services, there may be no services 
available at all. They explain that if Disney has to market on its own, if 
ESPN has to market on its own, if Turner has to market on his own, the 
individual costs of conducting marketing (selling) operations will be so 
high that these lesser-grade services will simply not be able to offer 
their programming to home TVROs. 

HBO suggests that even offering Cinemax and HBO, without 
offering others in a package, will be so expensive (since the TVRO 
universe is so small, still, and so spread out over a continent) that if 
there cannot be ‘economies of scale’ (ie. several premium and other 
scrambled programmers all being sold together), the CBD program 
will not work. 

HBO believes it is right. SPACE believes it is right. Both are 
digging in their heels, preparing for what could be a long, drawn-out 
‘battle.’ 

The losers in this are going to be the viewers; those TVRO 


Cole a)) SATELLITE DIGEST 


e DEALER Board Matures 
e ‘BIG BOARD’ Changes 


e HBO+M/A-Com Shuffle 


consumers who lose no matter which way it goes. If SPACE wins, and 
every scrambled programmer ends up on his own, we'll certainly see 
many fewer scrambled services offered to home TVROs initially. 
ESPN, for example, will simply disappear from home TVRO screens; 
not available as part of a package, and not available separately 
because it is too expensive to market by itself. If HBO wins this one, 
some people will be buying and paying for services which they don’t 
want or don’t use. That will be money wasted. 

Can we as an industry allow this type of battle to rage? Does it 
serve us best to have SPACE win? Or HBO win? Are we served at all 
by a long protracted ‘battle’ that saps up legal time and SPACE 
money since no matter how the outcome, we stand to lose? 

We wonder, and ask you to think about it. 


HBO Pleased 

Initial results from the HBO analysis of the M/A-Com VC2C de- 
scramblers are in; they are good. 

M/A-Com supplied 101 units to HBO initially. This was back in 
mid-November and for the next month those units were sitting out at 
the Long Island HBO test facility grinding away 24 hours per day. HBO 
had worked out a testing sequence which is of interest. 

Using a proto-type 6 foot dish that originally came from Alcoa, 
HBO had an MSE LNA installed and a variety of (mostly M/A-Com) 
receivers. If you can picture HBO conducting ‘tests’ for their first cable 
level descramblers on a 6 foot home dish on Long Island, you have a 
good ‘image’ of the scene. 

All 100 units ran for a full month. They were programmed as 
follows: 

1) First all were turned off 

2) Then they are turned on, one by one, at approximate 1 minute 

intervals 

3) Then they were allowed to run and the uplink addressed (sent 

commands to) each of the units individually 

4) Each unit had to respond to the addressing instructions and the 

unit's ‘response’ was logged electronically on a recording de- 
vice 

5) Then all 100 units were turned off and the sequence was 

repeated again...and again... and again (for about a 
month). 

In the first 50 hours of test, not one unit failed to respond to one 
command. That's pretty decent. HBO was elated. M/A-Com was at 
least as pleased. 

HBO fed a 9 to 9.5 dB CNR into each of the receivers for these 
tests. They wanted to test the ability of the units to perform at (typical 
home) signal levels while at the same time testing the reliability of the 
cable descrambler units. The tests were so good that M/A-Com 
cranked up their VC2C production line on December 7th and from that 
line came the units now heading to cable headends all over America. 

HBO’s full requirements will be supplied by the California facility 
of M/A-Com. The Puerto Rico plant, earlier included in the planning, 
will apparently be used for home style descramblers and the Show- 
time order. HBO has an interesting quality control program operating 
at the M/A-Com California plant: 

1) Each unit is production tested in the plant as it is manufac- 

tured; 


2) An HBO representative randomly selects one unit out of every 
100 on the production line and takes it to a downlink site where 
he hooks it up to a TVRO receiver; 

3) Then the unit's own address code is transmitted by the Long 
Island uplink and the unit is checked out, via remote control, 
from HBO in New York. 

If the unit passes, all of the 100 units in that ‘batch’ are shipped. If 
the unit fails for any reason, HBO has the ‘right’ to shut down the 
production line instantly and keep it shut down until the problem is 
resolved to their satisfaction. 

As the first of the VC2C descramblers are arriving at cable 
headends, cable techs are getting instructions via TR22 on F3R. HBO 
is keeping a videotape running there, ‘routinely’ if not continuously, so 
that the cable users can unpack their units and be ‘walked’ through the 
installation and check-out phase. 

One must wonder why HBO is going to all of this trouble on TR22 
since they could surely keep better ‘security’ by transmitting those 
instructions in some other format. Wonder no more. By using an 
open satellite transponder, they also reach the home TVRO users 
and sellers with a very powerful ‘psychological warfare’ message; 
“Scrambling is here and everyone is now on notice.” 

1985; a new year with new problems and new challenges. And a 
new dedication to getting scrambling resolved, one way or the other, 
once and for all! 


OTHER Publications Suggest 

Among the 50 or so magazines | routinely read each month are 
Cable Television Business and Video Store. My magazines pile up 
in ttemendoas mountains and | employ a simplistic ‘inta’ and ‘outa’ 
system. The ‘inta’ pile usually precedes my reading by several weeks, 
or several months, and the ‘outa’ pile splits between those | discard 
totally and those that end up being stored for that eventual day when | 
will create a publications storage area someplace in the WIV complex. 

Video Store is a trade monthly for people who operate video 
outlets. |, thankfully, am not one but | enjoy learning about their 
problems nonetheless since most of the video store problems relate to 
the tremendous explosion associated with home VCR ownership. An 
editorial in Video Store dealt with price cutting recently and | extract: 

“Discounting is a wonderful marketing strategy, especially if 

you are targeting an unsophisticated, price-oriented shopper 

as your primary market. But if you think of yourself as a 

specialty retailer, and you are cutting your prices to compete 

with K-Mart, be advised you are making a horrendous error; 
one that will eventually drive you out of business.” 

| identified with that message because 1984 was a year in the 
home TVRO field where price seemed to be more important than 
product or service. Virtually every dealer | have talked with concerning 
price cutting has complained that he finds it difficult to compete with 
the pricing of Jimmy Long, or those people Jimmy sells to. Video 
Store’s editor goes on: 

“The theory behind discounting isn’t terribly complex. There 

is one factor every discounter will live or die by: volume. 

Discounters must buy in volume to achieve the price breaks 

which allow them to work from low margins and rock bottom 

price points. Discounters must also sell in volume to keep 
inventories turning; it is how they eke out a profit.” 

Jimmy Long, for example, works in the 7 to 17% profit region. He 
buys discontinued goods or factory mistakes; overstocks which some 
hapless OEM got stuck with because the gear didn’t sell as well as 
expected. Often it didn’t sell as well as expected because it didn’t work 
as well as expected. Would it surprise you to learn that Long moved 
more than 4,000 Janeil antennas in a single month? Video Store 
continues: 

“Specialty stores, in contrast, operate on a different market- 
ing theory. The idea is to offer knowledge and service. For 
this, customers expect to pay higher prices, which offsets the 
specialist’s inability to buy in volume. The moment a retailer 
confuses the two positions — specialist or volume discounter — 
he is tampering with his cost of sales, his net operating profit 
and ultimately, his ability to continue in the marketplace.” 

Service and knowledge. Certainly the man who backs his beat-up 
pick-up truck to one of Jimmy Long's loading docks can anticipate very 
little of either commodity. He is buying cheap and he hopes that the 
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TVRO/ Five Years Ago (*) 

Microwave General's Chuck Colby parked a 10 foot antenna 
lashed to a 120 degree Avantek LNA and an ICM TV-4200 receiver in 
downtown San Francisco at the “WESCON' show to display satellite 
reception to several thousand electronic engineers. CSD began de- 
scribing mini-CATV systems to readers to help them better under- 
stand the interfacing required between terminals and signal distribu- 
tion (i.e. SMATV). Only we didn't call it ‘SMATV’ then! 

A firm in Florida calling itself ‘Spacecoast’ announced a $1200 
‘kit’ of electronics which they claimed would allow you to build a 
complete LNA downconverter and receiver to go with your own reflec- 
tor. In a CSD review, we labeled it a ‘hoax.’ Robert Coleman de- 
scribes an ‘active mixer’ using GaAs-FET devices and provides a 
circuit board layout for the builders. A ‘way around’ the copyright 
question raised by receiving satellite TV signals and distributing them 
to friends and neighbors is discussed with the suggestion that all such 
systems simply ‘pretend’ they are ‘small cable’ systems. The FCC, 
meanwhile, is talking about re-doing Section 605 of the Communica- 
tions Act since they are clearly concerned that TVRO use is a possi- 
ble violation of that act. ESPN, meanwhile, is offering its services to 
home TVRO owners at $100 for a ‘lifetime’ viewing license. Planning 
is underway for the second industry trade show, SPTS/Miami coming 
up in February; and Arthur C. Clarke writes to tell us that his 15 foot 
mesh dish, installed for the Indian ‘Site’ experiments, had been driven 
off his roof in a typhoon. CSD notes ‘It is our project for 1980 to try to 
locate some way for Clarke to have satellite TV reception in Sri 
Lanka...”. 

*/ From CSD for January 1980. 
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product he is buying is well enough engineered and well enough 
backed by the OEM that if there is a problem, the OEM will somehow 
stand behind the product and make whatever repairs as may be 
required. The buyer at Long’s is gambling that for his discounted price, 
he will somehow get the ‘bargain’ he anticipates. He doesn’t know, for 
example, that the receiver being so terribly price slashed by Long's is 
discontinued nor does he know that Long bought perhaps 11,000 of 
these receivers at an OEM ‘going out of business sale.’ He also 
doesn’t know that the receiver's failure to perform as anticipated has 
subjected the OEM to tremendous cash-crunch pressures leading 
eventually to the supplier going ‘upside down.’ 

The specialty shop dealer, the guy trying to make a living for 
himself and his family out of a fulltime TVRO retail shop, hopefully 
knows which products to handle and why certain products and product 
brands are to be avoided; at all costs. The guy buying from Long’s 
usually sells out of his garage or his ‘ham radio shack,’ on the side. He 
carries no overhead, has no business tax to pay, and probably holds 
down a reasonable job 40 hours a week, outside of TVRO. He buys 
cheap stuff from Long’s to package and resell on the side to other 
people who think they also are getting a ‘discounted bargain.’ The 
whole operation is a ‘house of cards’ starting with the OEM who is 
forced to empty his warehouse of slow moving or non-moving product 
at greatly reduced prices just to stay in business. Or, to satisfy credi- 
tors after he has gone out of business. 

| hear dealers berating Jimmy Long because they perceive that he 
is ‘ruining the business’ with cheap prices, selling ‘direct’ to virtually 
anyone with the cash. Jimmy Long is not the problem here; every 
industry, every field has surplus merchandise that needs to be moved 
because somebody, someplace, has made a business error. If Ampli- 
ca is able to bail out of a large quantity of slow moving receivers 
through Jimmy Long, and then bounce back renewed with the cash 
they received from Long with a new, viable receiver product, Long's 
willingness to take the slow moving stuff off of Amplica’s hands and 
give them cash for it might have kept Amplica in the TVRO receiver 
business. If Jimmy Long didn't do this, somebody else would pop up 
doing the same thing. 

| view Long’s as a necessary part of our business just as 
K-Mart is a necessary part of retailing soft goods and appliances. 
There must be some ‘relief valve’ in every business activity or the 
mistakes made by OEMs would eventually drive all but a handful out of 
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SATELLITE SYSTEMS. LTD. 


9 Oak Drive e Silver Springs Shores Industrial Park 
P.O. Box 4078 e Ocala, Florida 32678-4078 e (904) 687-2003 


PATENT PENDING 
©1984, RAYDX SATELLITE SYSTEMS, LTD 


 ,,.And See Everything Clearly. 


Unique Because Of Its... 


© Clean, Uncluttered 


Appearance 


© 10% Foot Diameter 
~ High Gain & Low Side 


Lobe Levels 
© Cast Aluminum 
Polar Mount 
© All Aluminum & 
Stainless Steel 
a Construction 
© e@®No Sharp Edges 


) U.P.S. Shippability in 


2 Boxes 


) Fast & Easy Assembly 
' Heat Treated Aluminum 


Ribs & Rim for Stronger 
Than Steel Strength 


)» Grooves To Hold 


Mesh Securely 


)» Available in Colors 
) Double Curvature Mesh 
» Accuracy 


© Deep .3 fid Ratio Dish 


_ DON’T BE CONFUSED BY LOOK ALIKES. 
_INSIST ON THE ORIGINAL _ 
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RICHARD L. BROWN/ 


INDUSTRY 
MAN-OF-THE-YEAR 


NOT Your Average Man 

Richard L. Brown is an attorney and he has practiced one 
form of communications, law, or another, from his entry into 
the law profession. He started out by accepting employment 
with the Federal Communications Commission. This was at a 
time when the FCC was grappling with how they would create 
rules and regulations for the cable television industry. Cable 
growth, during the mid-60s, had posed a ‘threat’ to broad- 
casters. When cable first began, it ‘stretched’ off-air viewing 
into communities which were shielded from direct reception by 
terrain (hills and mountains) or distance. Cable extended TV 
viewing into these fringe areas and the broadcasters were 
pleased with the extra coverage which they received at no 
expense to themselves. But cable outgrew such communities 
during the 60s and began to tackle larger towns and cities 
where some form of off-air television reception already ex- 
isted. Some of the first ‘major’ communities to get cable in- 
cluded Wilmington, North Carolina and Santa Barbara, Cali- 
fornia. Both Wilmington and Santa Barbara had local televi- 
sion stations but because of the television allocations scheme, 
neither had full (three) network service. Cable expanded the 
local viewing choices so that families there would at least have 
access to all three networks. 

Broadcasters watched all of this with considerable interest 
and when cable began to make noises about wiring metropoli- 
tan regions (New York, San Francisco, Los Angeles, etc.) the 
broadcasters became alarmed. The broadcasters have al- 
ways been fiercely competitive, within their local markets, but 
cable provided a new unifying force. Cable, unregulated, 
threatened their ‘monopoly positions’ in their markets. In par- 
ticular, the network affiliates saw the ‘importation’ of distant 
same-network affiliated stations as a threat to their cash-flow. 
Since broadcasters are paid by the networks based upon their 
total coverage, the ABC affiliate in Wilmington, for example, 
did not want to lose any of its revenues to an ABC affiliate 
imported from Charlotte. And so the broadcasters, through 
their trade association and their Congressmen began to 
pound on desks at the FCC to get the federal people interested 
in this economic threat. The FCC, a more activist bunch then 
than now, responded by adopting ‘interim rules and regula- 
tions’ for cable TV (1966) and then putting cable growth on ice 
through 1972 / 73 while they ‘studied’ the matter. 

Ultimately the start-from-scratch rules and regulations for 
cable system operation would be framed by a four man ‘Task 
Force’ headed up by one Sol Schildhouse. Richard L. Brown 
was a member of that ‘task force’ and it was up to Brown and 
his fellow FCC attorneys to create rules and regulations for 
cable. Ultimately, the rules would be described (and re- 


described) as “the most onerous regulations ever created 
to regulate an industry.” In a short phrase, the rules were 
just awful for the cable people but the broadcasters largely 
loved the rules. 

The ‘rule book’ would be nearly 200 pages long of very tiny 
print. The rules would be so complex that virtually no cable 
company could ‘comply’ on its own; each would end up hand- 
ing their problems to a Washington attorney so that he could 
sort the problems out a bit at a time. This, obviously, sounded 
like an excellent time to be in private law practice in Washing- 
ton, D.C. Brown left the Commission and with Schildhouse 
they set up private practice; who better to help a ‘client’ (cable 
company) through the patchwork ‘quilt’ of rules than the ‘team’ 
that had written the rules! 

At about that time a group of cable operators, mostly 
cable firms who operated in rural, ‘traditional cable’ markets, 
decided that the rules had been written in response to the ‘big 
cable operator’ threats to wire the big cities. The small cable 
firms, operating outside of the cities, saw no reason why they 
should be regulated with the same heavy-handed 200 page 
rule book as the big guys. And they protested. 

They protested by forming their own trade association, 
‘splintering’ away from the existing trade association. CATA, 
or the Community Antenna Television Association was 
formed and it, soon, was locking horns with the NCTA, or 
National Cable Television Association. 

CATA’s leader was a cable operator from the southwest; 
Kyle Moore was his name. Moore felt so strongly about the 
‘violation of his business rights’ by the new rules that he openly 
challenged the FCC to ‘shut him down.’ He had defied the 
rules and constructed a small cable system in a crossroads 


ONE OF THE ‘GANG’/ Brown (right) with (new) SPACE President 
Bud Ross (Birdview), new Senate Leader Robert Dole, show 
Chairman Bob Behar and former SPACE President Peter Dalton 
(ex-KLM) at the 1984 Las Vegas show. 


town in central Kansas (Gridley). He built the Gridley system 
by not following the rules and he openly challenged the 
FCC to ‘shut it down.’ The FCC first ignored Kyle’s challenge 
but eventually so much press arose from his challenge that the 
FCC had to act. They sent a Federal Marshal to Gridley, 
Kansas to put a padlock on the Gridley cable system. All 105 
homes connected to the system were going without television. 
That's where Richard L. Brown entered the picture. 

Brown’s first meeting with Moore was indecisive. 

“You realize you have broken the law” suggested Brown. 
Moore argued that the ‘law’ was not a ‘law,’ but a regulation 
adopted by a federal agency. And he wanted to question 
where the federal agency got the authority to write such ‘laws.’ 
Moore was well versed on the ‘Communications Act of 1934’ 
and he found no suggestion there that the FCC had the author- 
ity to regulate ‘reception’; only ‘transmitters’ (i.e. transmis- 
sion). Brown smiled at the defense and it would later become 
apparent that Brown himself had done considerable thinking, 
and research, concerning the ‘1984 Communications Act.’ 

Brown defended Moore, and ultimately would represent 
CATA (the trade association) in a number of forums. Before 
the Moore/Gridley case had wound its way through the FCC 
hearing process and was headed for the courts, CATA would 
take on the NCTA, the MPAA, the NAB and a host of other 
groups who wanted to help write ‘cable rules’ and ‘cable law.’ 

Brown did such a good job of arguing the Moore/Gridley 
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BROWN as legal advisor (left) before meeting of SPACE board of 
directors; new SPACE Treasurer David Johnson (Paradigm) to 
right of Brown. 


case the FCC did something quite novel; they decided to 
adopt an ‘exemption system’ whereby cable systems ‘below a 
certain size’ would not have to comply with the FCC rules. 
That number started out at 250 (cable subscribers), clearly 
larger than the Gridley system but not by much. Brown and 
Moore, however, represented nearly 400 cable systems 
through CATA and most of those had more than 250 cable 
subscribers. And so began a series of ‘negotiations’ all with 
the intent of disposing of the Kyle Moore ‘problem’ while at the 
same time not undermining (in the FCC’s eyes) the character 
of the new rules. Ultimately, the exemption system would be 
phased in over a period of time with systems having fewer than 
1000 subscribers initially exempted. In effect, Brown had been 
a key member of the ‘task force’ creating the rules, and now 
through client Moore, and CATA, he was assisting in their 
dismemberment a piece at a time. 

Moore and Brown saw to it that CATA was very involved 
and very vocal in a wide range of cable affairs in the period 
1975-1979. This was the period when the Motion Picture 
Association of America (MPAA) and others were hot on the 
trail of new ‘copyright legislation.’ The United States ‘Copy- 
right Law,’ in effect at the time, was even older than the 1934 
Communications Act. It had been written in 1909 and was 
clearly outdated. The MPAA wanted the new Copyright Act to 
force cable operators to pay a ‘performance fee’ for all of the 
TV stations carried by cable. That would benefit the MPAA 


a 


‘MEN OF THE YEAR’ / Past 

CSD began the ‘Man Of The Year’ award for the industry in 1980; 
at the end of the ‘first year’ of industry growth. The award is given to the 
one individual who had made a major contribution (or contributions) to 
the basic fabric of the industry in the prior year. 

1980/ ‘Man of the Year’ was Henry Taylor Howard, the industry's 
‘resident professor’ who, during year one of TVRO, participated in 
numerous technology breakthroughs leading towards improved 
equipment designs and production capabilities. Howard also served 
the industry as the first President of SPACE’ and was a key part in 
preventing anti-TVRO legislation that had been introduced into Con- 
gress in 1980. 

1981/ ‘Man of the Year’ was Dave Federic who had led a team in 
developing the industry's first true ‘distributor’ operation; National 
Microtech. Dave influenced hundreds to enter TVRO as dealers and 
established a pattern, with cohorts at National Microtech, for distribu- 


tion of hardware in the industry. His firm's dollar support of OEMs such 
as KLM made it possible for mass production of TVRO receivers to 
begin in earnest. 

1982/ ‘Man of the Year’ were actually ‘Men of the Year’: ADM’s 
Jamie Gowen and AVCOM's Andy Hatfield were recognized for 
their generous support to the industry's dealers in making available 
technical assistance and system planning expertise to a growing 
legion of ‘start-up’ dealerships coast to coast. 

1983/ ‘Man of the Year’ was David Johnson of Paradigm Manu- 
facturing. Johnson had risen from a small, regional supplier of TVRO 
antennas (Paraclipse) to a major national supplier, bringing mass- 
production techniques to antenna production for the first-time. He had 
also been elected as Chairman of the Board for SPACE, the national 
trade association, and President for Superfund, the financial group 
formed to beat down legislation designed to stop TVROs growth. 
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because those ‘fees’ to be paid by cable would ultimately end 
up in the bank accounts for the major motion picture firms. 
Once again, CATA objected and with Brown's advice CATA 
was able to create substantial ‘exemptions’ in the new Copy- 
right Law for the ‘smaller’ and more rural cable systems. 


All of this would ultimately play a big part in the de- 
velopment of our satellite delivery system. The Copyright Act, 
for example, would play a big part in the marketing of Ted 
Turner's super station (then WTCG) out of Atlanta. Special 
copyright fees were created for stations such as Turner's and 
it made financial life very difficult for cable systems that 
wanted to carry, from satellite, one (or in the ‘best’ case more 
than three) super station(s). (That is why, today, we have only 
three viable ‘super stations’ on satellite; WOR, WGN and 
WTBS. Cable firms cannot afford to pay the extremely high 
copyright fees that are charged by the new law for more than 
three ‘super stations’ delivered via satellite.) 

It was in 1975 that various engineers in the cable crowd 
decided to test the technical feasibility of receiving satellite 
signals using small dishes. The trade association, CATA, in 
particular focused on this and through its monthly organ 
(CATJ) devoted considerable space to the tests conducted 
with antennas smaller than 9 meters in size. Under then ex- 
isting FCC rules, only antennas larger than 9 meters would be 
‘licensed’ by the FCC. Once again, Brown was deeply in- 
volved in getting the FCC’s rules changed and those rule 
changes allowed smaller antennas (down to 4.5 meters in size 
initially) to be put into service at cable firms. 

And it was in 1978 that Brown, again acting on behalf of 
CATA, would file a proposal with the Commission to ‘do away 
with’ all FCC licensing of TVRO terminals. Others would jump 
on this bandwagon, as an idea whose time had come, and by 
the October 18 (1979) FCC action on this proposal, virtually 
everyone would be agreeing with Brown that further FCC 
licensing of TVROs was no longer needed. 

Richard L. Brown was a part of ‘this industry’ before 
there was an industry. He was active at the FCC petitioning 
for rule changes which would ultimately create the ground- 
rules for TVRO as we know it today. His first, direct involve- 
ment with our ‘legal problems’ started just days prior to the first 
of the industry trade shows. It was August of 1979 and the first 
SPTS (Satellite Private Terminal Seminar) was only days 
away. Bob and Susan Cooper, the creators of the first 
show(s), were greeted by a Federal Marshal serving papers 
demanding Coop’s presence in court that very day. A federal 
court at that. 

The national trade association for the ‘MDS’ (point to point 
microwave) operators was seeking to have the first SPTS 
‘grounded’ before it began. The concern of the MDS folks was 
that in that first SPTS, attendees were going to be ‘taught’ how 
they could ‘break into secret microwave circuits.’ There was a 
terrible ‘paranoia’ at the time that technical people were figur- 
ing out how to build ‘MDS converters’ to ‘steal’ MDS (single 
channel) microwave service. The MDS trade association 
asked the federal circuit court judge to stop the SPTS, or at 
least to issue an order that any technical sessions dealing with 
MDS be stopped before they happened. Brown, via long dis- 
tance telephone, orchestrated the Cooper defense since there 
was insufficient time for him to travel to Oklahoma to handle 
the defense personally. Coop won, and the first SPTS went on 
essentially as planned. 

That ‘close brush’ with the law, however, told the 500 
attendees at the first industry show that many new legal bat- 
tles were ahead for TVRO. Coop urged attendees to create a 
‘trade association for TVRO’ and a committee was formed on 


BROWN/ before SBOC’ 80 in Houston brought report of victory in 
Congress against legislation prompted by HBO to outlaw home 
TVRO use. 


the spot. 

By the second industry trade show, held in Miami in 
February of 1980, the goal of creating a trade association was 
very clear. Brown appeared in a pair of seminar sessions and 
from that came SPACE; the Society for Private And Commer- 
cial Earth stations. Brown himself thought up the SPACE 
acronym and he agreed to serve as its first ‘counsel.’ 

By the third industry trade show, held in San Jose in July of 
1980, the legal front was ‘humming.’ New legislation had been 
proposed in Congress to shut down private ownership of 
TVRO; a North Carolina Congressman had introduced legisla- 


‘tion that would make it a criminal offense (with large civil fines 


up to $250,000) to be caught owning and using a TVRO. 
Brown and newly elected SPACE President H. Taylor How- 
ard beat back the proposed law and TVRO bought itself 
another year to gain strength. 

Brown preached that every new session of Congress was 
going to bring new legislative threats to the young industry, 
and that the only way to secure a good foundation for the 
industry was for TVRO interests to sponsor their own legisla- 
tion. To do this, you had to find sponsors in Congress, prefer- 
ably in both the House and the Senate. A handful of SPACE 
supporters, such as Bud Ross (Birdview Satellite) and James 
Rothbarth (STS of Missouri) saw the wisdom in this thinking; 
many more did not. Starting in 1981, and continuing for three 
years into early 1984, SPACE with Brown’s direction and 
suggestion, backed by a small cadre of businesspeople kept 
after the concept. Legislators such as Congressmen Rose, 


BROWN thanks TVRO dealers Charlie Brown (left) and King 
Oberlin for successfully completing a home terminal for Brown 
at his Bethesda, Maryland home (December 10). 

Tauzin and Gore had to be ‘courted’ by SPACE. Senator 
Goldwater had to be courted in the Senate. They had to 
‘believe’ in what our industry was doing, and to be willing to put 
their own prestige and influence on the line to ‘fight’ for the 
SPACE position. Introducing legislation which clearly bene- 
fitted home TVRO users took a certain amount of guts, and 
determination since many of the established communication 
interest groups (such as broadcasters) took a dim view of what 
we did and how we did it. In effect, by backing SPACE’s 
position for private TVRO viewing rights, a legislator such as 
Senator Goldwater could expect to be ‘cut off from’ groups 
such as the broadcasters. All of this required political skill on 
the part of Brown, his staff, and the handful of intra- SPACE 
supporters who believed in this course of action. 

It all came to fruition when during the March (1984) SPACE 
trade show in Las Vegas, a satellite link-up between the Vegas 
SPACE banquet and a Washington (DC) studio brought the 
news that not one but two separate pieces of legislation had 
been introduced into the law making process. Senator Gold- 
water would back and support $.2437, a bill designed to clarify 
the aging ‘Commmunications Act of 1934’ and which would 
make home use of a private TVRO totally legal. At the same 
time, Congressmen Tauzin, Rose and Gore would co-sponsor 
and back HR.5176, a bill designed to insure that if and when 
one or more premium (cable) programmers did scramble their 
services, those services would continue to be available to 
home (private) TVRO owners in a non-scrambled mode 
through rental or purchase of decoder devices. 
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The popular wisdom was that either bill would require at 
least two sessions of Congress to ‘jell.’ Both bills represented 
substantial changes in the communications law ‘fabric’ of the 
United States. Pressures to update the 1934 ‘Act’ had been 
around for a number of years and there was little reason to 
hope that TVRO could get changes in ‘the act’ without a 
wholesale revisit to the act by dozens of other parties also 
advocating an update. 

The bills attracted many additional supporters, in both the 
Senate and the House, as spring turned to summer. A skillful 
‘tree of support’ advertisement run in consumer programming 
guides kept the message before all users; there was the 
possibility of worthwhile change if only enough users of the 
technology would get behind the movement. 

In the end, as Congress was winding down its 1984 ses- 
sion and preparing to break for adjournment and the rush 
home for electioneering, there came one of those opportuni- 
ties tailor-made for Brown’s skills. A totally unrelated bill, deal- 
ing with cable television's legal relationship to cities, was 
nearing the end of its own multi-year journey through Con- 
gress. Backers of that bill wanted to see it adopted before 
Congress adjourned. They needed the support of a group and 
they made ‘a deal’; support for the cable bill, in return for an 
agreement to ‘look for’ the opportunity to also pass at least the 
Goldwater-sponsored portion of the TVRO bills. 

Between this mid-September agreement, made at the 
Congressman-to-Congressman level, and the final adjourn- 
ment of Congress in mid-October, all of the pieces fell into 
place. In the end, skillful political maneuvering would cause 
the TVRO language to be attached to the cable bill and almost 
entirely because of private agreements between such Con- 
gressmen as Gore (Tennessee) and Wirth (Colorado, anda 
prime backer of the cable bill), TVRO would be granted an 
‘exclusive’ modification of the ‘Communications Act of 1934.’ 
TVRO, private home viewing of non-scrambled signals, was 
legal. And the dozens of other industries clamoring for a 
re-visit of the same ‘vintage 1934 act’ would be left to await 
another session of Congress. 

Brown’s intimate knowledge of how Congress ‘really 
works,’ and his own passion to be a part of the legislative or 
lobbying process, made adoption of the TVRO ‘legalization 
language’ all possible. Perhaps it could have been done by 
others but it was done by Brown and his staff and that fact 
would stand for all time as an important benchmark in TVRO 
development. 

Richard L. Brown receives and deserves this year’s CSD 
‘Man Of The Year Award’ because of his work in creating our 
new ‘legal status.’ He is all the more deserving because in the 
process of getting this legislation adopted, he has provided a 
framework for a much stronger and participatory industry in 
1985 and after. 

The 1985 ‘SPACE’ is far more mature and far more sup- 
ported by the broad base of the industry than any prior 
‘SPACE.’ Brown's leadership role in SPACE has certainly 
been strengthened by adoption of the legalizing legislation. 
However, his own wisdom tells him that as the trade associa- 
tion has matured during 1984, his own visibility and his own 
hand in the day to day affairs must be reduced. And that too, is 
a measure of this most unusual man. 

From a staff attorney attached to a task force at the 
FCC, designed to slow down cable TV growth, to his present 
position as the ‘legal-leader’ in the fastest growing consumer 
electronics industry in the world, Richard L. Brown has come 
full circle. His persuasion in 1971 was for ‘controlled, viewer- 
restricted viewing’ while his arguments in 1985 are for ‘uncon- 
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trolled, viewer selected viewing.’ As he said on a television 
interview recently, “TVRO is a three dimensional instrument of 
communications; before TVRO, we had sight and we had 


sound. Now we also have choice, freedom of individual 
choice, of what you watch.” 


TALE OF TWO 
RECEIVERS 


(Can America Still 
Compete???) 


TALE Of Two Receivers 

During the early development stages of TVRO, there have 
been any number of American designed and American built 
TVRO receivers offered in the marketplace. Many of the 
names, familiar three, two or even one year(s) ago have now 
faded from the receiver world. Some were the victim of their 
own poor design (remember the Telecom?) while others were 
the victim of management screw-ups (graciously, we'll not list 
any examples). If somebody really cared, you could probably 
build a list of a dozen or two American suppliers who at one 
time or another built some quantity of TVRO receivers and 
who are no longer with us. 

From the other side of the ‘pond,’ we have the imports; the 
copy-cat receivers from Korea and Taiwan and the ‘originals’ 
from Japan. Inter-mixed in this we have the designed-in- 
America but built-offshore receivers from STS, Janeil and 
others. One must suspect that given the American labor and 
production costs, and the willingness of offshore producers to 
automate where practical and build where labor rates are 
exceptionally low, ultimately the future for the American de- 
signed and American built receivers is not good. 

In the American designed and American built family we 
have a number of producers who insist that anything that can 
be done offshore can be done onshore better, and ultimately, 
for no more money. Here are some of the arguments from 
those who continue to wave the American (or Canadian) flag. 

1) Labor rates are certainly cheaper in most off-shore 
production facilities, but labor rates in some segments 
of the US (and Canada) are also very low. If you seek 
out those areas (Arkansas, South Dakota for example), 
and if you work with local, regional, state or federal 
employment groups who want to subsidize American 
technology staying ‘home,’ you can often cut as good a 
deal as you can get overseas. 

2) Production quality, offshore, is not high (except in 
Japan). This leads to major problems with entire batch- 
es of receivers brought onshore which do not function 
properly; requiring the US seller to go through a second 
level of test and repair before the units can be finally 
shipped and sold. This means the REAL cost of a 
receiver is the so-called ‘landed cost’ (from offshore) 
PLUS the costs of making the receivers ‘right’ onshore. 

3) The turn-around time for improvements, circuit mod- 


ifications, even correcting foul-ups, is or can be very 
high with an offshore producer. There is presently vir- 
tually ‘zero-expertise’ in the design area offshore and 
when something needs to be changed, the instructions 
have to be ‘perfect’ when ‘transmitted’ from North 
America to the offshore production center. If the person 
on the receiving end of the instructions is not fluent in 
the language of transmission, and nobody there really 
understands the circuitry and how it works, it is very 
easy for an instruction to change a ten ohm resistor to a 
100 ohm resistor to become a 1,000 ohm resistor in 
production. If the same instruction were issued within a 
North American concern, the ‘error’ would be caught by 
an engineer who at least understood the circuitry. Off- 
shore, the instruction (mangled in transmission or inter- 
pretation) goes ahead ‘in error’ and now there is anew 
batch of receivers with a new problem. 

But perhaps most of all, there is the ‘involvement aspect’ of 
a North American designer and producer. A receiver designer 
such as John Ramsey of Sat-Tec ‘lives’ his design, seven 
days a week, often 16 hours per day. There is no substitute in 
circuit design for the ability to test the circuits and the system 
using a live satellite feed. No amount of test equipment can 
totally ‘simulate’ the many variables one finds in the real C 
band reception world and for this reason there is an ‘edge’ 
which a dedicated receiver designer, operating ‘onshore,’ will 
always have over a counterpart in the Far East. 

This is the ‘tale’ of two such American receiver designers 
and the product each produces. If you are into Drake and 
Uniden and Automation Techniques receivers, the chances 
are that you may not have heard of either the Cosmos Il 
receiver (from Northwest Satlabs) or the ELC-24 receiver 
(from McCullough Communication). Both are American de- 
signed and American produced. One is basic in performance, 
and the other is so innovative and so outstanding in perfor- 
mance it is a wonder that its designers have not become the 
‘talk’ of the industry. We'll try to figure out why each of these 
firms, solid and wel) entrenched in the TVRO world, have 
attracted so little attention to date. 


TEST: COSMOS 
TVRO RECEIVER 


COSMOS II 

The COSMOS |! satellite receiver (Northwest SatLabs, 
806 N.W. 4th Street, Corvallis, Oregon 97330; 503/754- 
1136) is the ‘innovative’ unit in our pair. The designers literally 
‘threw away the design book’ and apparently started from 
scratch when they set out to create the COSMOS II. 

There are two things about the COSMOS II which jump out 

at you as you begin to use and understand the receiver: 

1) The receiver, connected to a Polarotor II™ polarization 
unit, does completely automatic selection of polariza- 
tion. That may sound like a statement many others 
make. We'll see why it is not, and in the case of the 
COSMOS I, it is a totally unique and not duplicated 
feature in any other receiver. 


COSMOS II downconverter may be the most innovative, high 
performance downconverter on the market today. 


2) The receiver produces video quality which is second to 
none; nobody has better overall looking video and we 
do not make that statement lightly. 

Now, what is a COSMOS 11? 

The people who created the ‘Tweaker’ satellite signal 
level metering system (for tweeking TVRO antennas; see 
CSD for May 1984) are behind the COSMOS || receiver. That 
would not normally be an adequate recommendation for 
someone to start out by throwing away the design book on 
TVRO receivers. It happens, however, that the crew at North- 
west, led by Jeff Smiley, has been a part of the TVRO scene 
since 1981 and during the interim period they have been 
gathering in a group of engineering expertise which may be 
second to none in the industry today. The proof is in the 
product. 

COSMOS II has an outdoor mounting downconverter 
which is totally sealed against moisture. Itis also totally sealed 
against inspection and unless you are willing to void the war- 
ranty, you accept that it does its job and Pass on understand- 
ing why it does it so well. Itis a dual conversion unit (i.e. 4 GHz 
input, first conversion, high IF, next conversion and finally a 70 
MHz output). The 70 MHz IF signal travels through normal 
RG-59/U cable to the indoor receiver/demodulator, while 
there are four wires required to carry voltages and polarization 
switching. The wires are on a terminal strip and while you 
could use additional lengths of RG-59/U for the voltages, it 
makes more sense to use a weather-protected four wire cable. 

Unique feature: With COSMOS, you can run as much as 
1,000 feet of 59/U and the four wire controls between the 
receiver and the antenna site. Very few other receiver systems 
allow you to run this much cable without degraded perfor- 
mance. The voltage and control wire sizes are modest; #22 
gauge even for the 1,000 foot runs. 

That they are able to separate the downconverter (and the 
Polarotor) control functions by as much as 1,000 feet and still 
‘play’ is the first clue to their approach to the dual conversion 
downconverter. The specifications tell us there is ‘45 dB 
(typical) of conversion gain.’ They also tell us that the down- 
converter has a nominal noise figure (i.e. conversion loss) of 
12.5 dB with 10 dB being ‘typical.’ The 12.5 dB number would 
place the downconverter at the leading edge of the best in the 
industry; the 10 dB figure (‘typical’) will probably raise the 
eyebrows of other engineers who have attempted to do better 
than 12 dB; and failed. Numbers are easy to ‘print’ but the 
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COSMOS II 
automatic 


~=. 


FRONT OF RECEIVER has relatively simple operational controls. 


performance that one sees does suggest some very unusual 
skills are involved here with the downconverter portion. Cer- 
tainly Northwest SatLabs has ‘copied’ nobody with their down- 
converter! 

With the wires run between the downconverter and the 
receiver, you are ready to inspect the receiver proper. Here, 
again, they have thrown the book away and there are some 
very unusual features included in the unit. 

1) Polarity control. We mentioned earlier that when you 
change channels, the polarization also ‘flops.’ That’s 
not so unusual since many of the detent tuning receiv- 
ers have wired up their detents so that when the user 
switches from 1 to 2 on F8R, for example, the detent- 
change also switches the Polarotor from vertical to 
horizontal. That's no big deal since the same knob does 
both (or in the case of push button remote buttons, the 
same button does both). 

The COSMOS 11 is different. 

In any other receiver you have a ‘format’ button, to switch 
from the Galaxy/Westar format to the SATCOM/COMSTAR 
format. Not the COSMOS II. 

This receiver has a circuit (their own) which automatically 
seeks the proper polarization. The receiver does not care 
whether the bird is a Westar or Satcom: in fact it can hardly tell 
the difference. And the tuning is continuous, not detent. So 
how do they do this magic? 

Northwest Satlabs probably has a patent or two here, 
coming. Basically, here is what happens: 

A) Theuser grabs the tuning knob and changes channels. 
Let's start out on TR1 of F3R. If you tune at a normal rate and 
keep tuning the knob to 3 (from 1), the probe on the Polarotor 
Stays on vertical. If you tune from 1 to 2 on the dial and then 
stop tuning, the receiver waits approximately 1 second to 
insure you really want to stop on a channel with a different 
polarization, and then it activates the automatic polarization 


“THE CONIFER SYSTEM 
IS TERRIFIC! 


IT HAS THE PICTURE QUALITY I 
WANT TO PASS ON TO MY CUSTOMERS.” 


Paul Giberti has been selling 
Conifer for over a year in the 
Whitman, Massachusetts, area 
and is convinced it’s the best 
mesh system available today. 
Here, in his own words are the 
reasons why! 


HOW DID YOU BECOME 
SOLD ON CONIFER? 


“| had installed a couple of 
the Conifer dishes and liked 
them. Then, | went toa 
satellite show and saw the 
rest of their equipment and 
became completely hooked. 
The Conifer system is 
terrific!” 


WHAT DO YOU CONSIDER 
THE MOST IMPORTANT 
FEATURE? 


“From a dealer’s standpoint 
performance is the most 
important quality of any 
satellite system. Conifer’s 
performance is the best of any 
mesh satellite dish. | compare 
the Conifer system to 
competitive systems and 
customers want to know why 
Conifer’s picture is so much 
better. As far as I’m 
concerned Conifer is 
commercial quality.” 


WHAT ABOUT THE 
APPEARANCE OF THE DISH 
AND RECEIVER? 


“The dish looks nice. You can 
get it in different colors to 
blend into the environment. 
You can locate the receiver 
just about anywhere into any 
living environment. The 
system really fits in.” 


HOW ABOUT THE 
DURABILITY OF THE | 
ANTENNA? 


“The survivability of the 
Conifer dish is way up there 
on the list of outstanding 
features. We installed one 
dish forty feet up in the air 
that became completely caked 
with ice during a storm. 
Icicles were hanging 10-feet 
below it. Winds were blowing 
60 to 70 miles per hour and 
the dish was completely 
operational the whole time. 
Another dish is located 35 
feet from the Massachusetts 
shoreline and is constantly 
exposed to salt spray. It’s 
been out there for a long time 
and so far | haven’t had any 
problems. The antenna 
construction is outstanding 
and the mount is extremely 
well-built. It has to be to 
survive this environment.” 


DO YOU HAVE ANY 
COMMERCIAL 
APPLICATIONS FOR THE 
CONIFER DISH? 


“Yes. I’ve put in a Conifer 
SMATV system and it’s 
working perfectly. The dish 
performs well in SMATV 
applications and Conifer has 
all the equipment | need for a 
reasonable yet good quality 
SMATV system.” 


WHAT ABOUT CONIFER’S 
SERVICE? 


“Service is probably one of 
the key advantages | find 
when | deal with Conifer. 
Whenever | have a problem or 
need help they’re right on it! 
All the Conifer people are that 
way. And, their service and 
repair turnaround work is 
great.” 


HOW DO YOU SELL THE 
CONIFER SYSTEM? 


“| show my customers a 
demonstration of the 
complete Conifer home 
satellite TV system and ask 
them to compare it to our 
competition. They don’t 
always know what a good 
picture should look like. When 
they see the competition and 
then Conifer there’s no doubt 
about it, Conifer always has 
the best picture.” 


WHY DO YOU RECOMMEND 
CONIFER? 


“If any dealer out there needs 
someone to help them out, 
Conifer is the answer. I’ve had 
nothing but great experiences 
with Conifer. They’ll be here 
long after many other TVRO 
suppliers are gone.” 


Contact Conifer today and ask 
for their new booklet: 77 Ways 
To Succeed in The Home Satel- 
lite TV Business. 
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“Microwave-Specialty, Corporation has range tested the (Conifer) 
AN1200 Micro-Grid \twelve foot/aluminum reflector with a Polarotor It™ 
Feed, Tést patterng indicate...side T6bes of less than 18 db and 1.4° 
beamwidth will provide normal satellite receive signals. This normal 
antenna petformaaee Would be inclusive of operations at the eventual 

“‘)/pigrined 2° satellite spacings. 


Microwaye: SpecialteiSsan independent test lab having no financial or 
administrative connection with Conifer Corporation.” 


Microwave Specialty Company 
Duane Tubb: i ineer 


DE-2001 

THE COMPLETE DEALER READY- 
USER FRIENDLY SATELLITE SYSTEM 
From CONIFER 


Total System Concept Ensures Matched Performance 

Range Tested Gain: 42 dB +.5 dB at 3.95 GHz 

Micro-Grid ‘See-Through” Reflector Blends Into Any Environment 

Choice of White, Black, Tan and Forest Green Polymer Coating 

© 2-Hour Assembly Time 

* Rugged High Strength Aircraft Grade Aluminum Alloy Frame 

® Receiver Features Include Channel and Audio Tuning, Built-in 
Antenna Positioner, Inverted Video, Scan Tune, and Polarotor | Control. 

* Complete System Includes Antenna, Feedhorn, 100K LNA, 
Motorized Polar Mount, Receiver and Cables 

© Full 1-Year Warranty 


*Model AN1200C Antenna Available Separately. 


TAN 


GREEN 


WHITE 


Ee ite 
De a8 
pee 


Fill out this coupon or send your business card and receive 
Conifer's ‘77 Ways To Succeed In The Home Satellite TV 
Business” 


Mail to: Conifer Corp., Box 1025C, Burlington, lowa 52601 


Name 
Company 
Business'Add\ess: a= eee 


City 


Phone Number (_____) 


FOR QUICKER RESPONSE, CALL OUR TOLL FREE NUMBER 1-800-358-3058 
In lowa Call (319) 752-3607, in Canada Call 1-800-461-0296 (Ext. 112 in B.C.) 


‘CONIFER 


CONIFER CORPORATION ® 1400 N. Roosevelt © Burlington, IA 52601 
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search function. And in the case of changing from 1 to 2, it will 
switch the polarization from vertical to horizontal. There is 
more. 


In addition to switching, it also ‘fine tunes’ the skew of the polariza- 
tion device, automatically. The receiver ‘senses’ the quality of the 
picture, decides when it is best or not best, and keeps on adjusting 
(‘rocking’) the polarization motor until everything is peaked up. 

This sequence takes around 5 to 7 seconds from the time the 
receiver knows you really do want to change polarization. It starts with 
the switching (2 seconds required) and ends with the rocking back and 
forth for best picture (3 to 5 seconds). This is admittedly slower than 
the 0.5 to 1.0 seconds required for the detent-tuned switching sys- 
tems. But the trade offs come out in favor of the COMOS II, because: 

1) The user never has to worry about (or even know about) 
polarization switching. The switching is ‘opaque’ to the viewer, 
it just happens. 

2) The user never understands ‘format switching’ between Wes- 
tar and Satcom; again, it is ‘opaque’ to the user and it just 
happens. 

How Northwest SatLabs does this is their secret and even if we 
fully understood it, we wouldn't divulge it here. 

There are some other ‘unusual’ (as in ‘unique’) features with the 
COSMOS II. For example: 

A) While your normal customer will want the polarization to be 
‘opaque’ there are times when you must use a manual override 
mode. TI, for example, requires careful tuning to set the in- 
terfering Tl source down on the skirt of the receiver. The 
receiver has a ‘Manual’ position which shuts down the auto- 
matic polarization seeking (the automatic circuit could lock 


~— 


C) 


D 
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on the TI signal rather than the desired transponder). Now you 
can change channels and manually move the polarization 
probe with a front-panel button. 

Baseband-video-out is prior to both deemphasis or clamping. 
That makes the system, in theory at least, compatible with the 
threat of HBO scrambling and descrambler boxes. 
Achannel calibrate knob allows the user or dealer to set up the 
receiver so there is proper tracking between the front-panel 
silk-screened channel numbers and the real channel numbers. 
Many receivers offer this but not very many can calibrate 
accurately so 3 is 3 and 19 is 19. Both of the COSMOS II units 
we tested calibrated properly and stayed calibrated after we 
messed with the controls. 

The downconverter (plus LNA feed through) voltage goes to 
the outside world (and the downconverter) through the two 
wires we mentioned previously. No matter how badly you 
screw up, such as reversing the wires, you cannot blow 
anything up. We tried and when you reverse wires all you do 
is not have performance; nothing ‘breaks,’ not even a fuse. 
The audio circuit provides ‘mute between sub-carriers,’ as 
well as ‘mute between transponders.’ That's a nice touch and it 
means that when you tune off of 6.8 and wander down towards 
6.2 you hear no hiss or rush of noise in between the two; the 
receiver simply goes ‘quiet’ until you come up on the next 
active audio sub-carrier. There is one more nice wrinkle in the 
audio; a wide (380 KHz) and narrow (150 KHz) switch allows 
the usual function for those audio subs that vary from one 
another. However, normally when you hit ‘narrow’ the volume 
coming out of the speaker drops lower in level (a function of 
deviation on the sub-carrier), and the listener must adjust the 


master volume control on the TV set to compensate. COSMOS 
Il does this automatically; tune in a narrow-deviation sub- 
carrier and hit the narrow button and the audio that comes out 
of the speaker now sounds just like the audio that was there 
with a wide audio sub-carrier tuned in. No change in volume. 

Our second reaction, after we turned off the automatic 
features and operated the receiver in the ‘Manual Mode’ was 
that we surely could do a better job of tuning in the transpon- 
ders and adjusting the polarization than all of those automatic 
circuits. There is a certain pride that goes with doing it yourself 
and operating all of the controls. 

Well, we were wrong. There was nothing we could do in the 
manual mode which the automatic circuits did not do as well, or 
better, in the automatic mode. So much for our pride of opera- 
tion. Then we invited some people who spend far less time 
than we operating satellite receivers to try it out; just run the 
controls. They instantly liked it far more than the usual collec- 
tion of buttons and switches and that told us the consumer 
would find this unit ‘more friendly’ than some of the older style 
systems. Chalk up one for Jeff Smiley and his crew. 

Which brought us down to the performance. 


OUTstanding Performance 

Our first ‘trick’ was to load down the system with an exces- 
sively long run of 59; the manual said we could go 1,000 feet 
between the downconverter and the receiver, so we'd find out. 
Our test bench happens to have a selection of cable runs rolled 
up in increments of 50 feet from 50 through 250, and this allows 
us to switch between the downconverter and the receiver any 
length or combination of lengths we wish up to the sum of the 
five runs; 750 feet total. We did this starting at 50 feet, and on 
up in increments. The only thing we had to do was touch up the 
signal level meter calibration control (accessible through a 
small hole on the back panel) to keep our meter reading the 
appropriate amount. We found no problems here, to 750 feet 
total length. 

The next trick was to study the output video waveform. We 
do this in two ways; first we select an off-satellite transponder 
with color bars (such as TR1 on G1 ) and we observe the quality 
of the video on a standard baseband (video) monitor and then 
study it on a waveform monitor (scope). We compare the 
results with a reference receiver (DX-642) which we know and 
understand. 

Then we connect up a Newton Electronics 2600 test set 
and create a 4 GHz ‘test signal’ modulated with color bars. Now 
we study the waveform found on the waveform monitor to 
determine whether the receiver under test is distorting the 
waveform; and if so (they all do, some), how much and where 
in the waveform. 

Finally, there is the picture quality test. 

This is more subjective than measurement driven, but 
there are certain things we are looking for. An example; the 
specifications with the COSMOS II says that it has a 25 MHz 
‘noise bandwidth’ with a 1.2 to 1 ‘slope factor.’ This is a fancy 
way of saying their bandwidth is around 28 MHz if you use the 
same criteria which many other manufacturers utilize to rate 
their own IF bandwidths. 

One of the more popular ways of increasing the ‘apparent’ 
threshold sensitivity for a receiver is to reduce the IF band- 
width since there is an inverse relationship between IF band- 
width and receiver sensitivity. That is, as you narrow up the 
bandwidth, the sensitivity gets better. But there is a trade off 
here as any experienced dealer knows; as you narrow up the 
bandwidth, you begin losing or discarding some significant 
portions of the incoming signal energy. It happens that you 
can see this ‘loss’ in spectral energy by closely observing the 
saturated reds. A receiver that uses a very narrow (or too 
narrow) IF bandwidth will never produce a ‘solid red’ color 
unless the receiver is being fed a very strong satellite signal. 
The reds are lost or ‘rolled off’ by the receiver as the bandwidth 
narrows up. They appear as speckled-reds, laced with black 
and white dashes and dots. In severe cases, when thereis a lot 
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AUDIO 


REAR OF RECEIVER is plainly marked for each connection 
point. 


of ‘bleached’ red on the screen, you can ‘hear’ this red speck- 
led effect as a buzzing in the audio. 

Our standard test procedure is to compare the reds coming 
off the same transponder at the same time on two or more 
receivers. The weaker the signal (from the satellite) the more 
pronounced the red speckles and the buzzing in the audio. 

We do this on a test bench where permanent test equip- 
ment and permanent reference receivers are installed. We 
bring 4 GHz signal inside (the old fashioned way; in 7/8ths inch 
hardline) so we can control everything right there at the test 
bench; including mounting the downconverter and connecting 
it to the receiver proper through some appropriate length (0 to 
750 feet) of RG-59. 

At the end of the 4 GHz input line, coming from the dish, we 
have a permanently installed 1 dB step attenuator; a way to 
reduce the 4 GHz signal level in 1 dB steps from 0 to 40 dB. 
This allows us to simulate smaller and smaller antennas, and 
lower and lower LNA (gain) values right at the test bench. In 
effect, we can find ‘the threshold’ of a receiver in this way 
because we keep adding attenuation until we lose the signal. 

There is one more visual test we do with the test receivers; 
vertical edge tearing or streaking. 

Many receivers have a tendency, give or take a couple of 
dB signal level either side of their ‘threshold point,’ to cause 
the vertical edges on a man’s suit (for example) to streak to the 
right on the screen; a dark suit will streak into a white shirt with 
‘tailing.’ This is caused in the receiver's demodulator and video 
stages when the abrupt transition from a dark (saturated) color 
to alight (unsaturated) color occurs. If you are careful, you can 


Easy to Install 
o-Signal-L 
Power 
ivider Ze 
From 
California Amplifier 
Makes Multiple-Receiver 
Installation Better 
Than Ever Before! 


You can kiss all the old complicated hookups 
good-bye. Now, a new Active Power Divider from 


THE OLD WAY THE NEW WAY 


FSA From LNA California Amplifier makes multiple-receiver 
hookups simple and cost effective. All you do is 

red connect your LNA to the Active Divider, and 

Kcreonal) connect the divider to any down converters that 

Blcce provide DC power thru the cable. That's it! No 


more need for DC blocks or power inserters. No 
e more need for isolators or line amplifiers. Forget 
Two-Way v all that extra wiring. You’re done in less than half 
Splitter the time. The weatherproof Active Divider incor- 
caotoen porates all necessary DC isolation between ports, 
Isolator Isolator while permitting either receiver to power the 
ay a LNA. And, there’s absolutely no signal loss and 
Block Block no interference between receivers. Come on. 
= i Make your life easier. Team up with the Active 
Downconverters Downconverters Divider from California Amplifier! 
(Also available in a 4-way unit, Model C401 0-4A). 


3481 Old Conejo Road, Newbury Park, California 91320 (805) 499-8535 TLX 469193 
Outside California: (800) 621-4080 


The true test of a product is its 
ability to provide lasting satisfaction. 


Smooth easy operation and uncompromising video 

; quality have led the EARTH TERMINALS receiver to 
be called the “Mercedes” of home satellite receivers. 
Even the most discriminating videophiles find it an 
impressive performer. Here’s why. 


Unmatched Video Reproduction 

Accurate high resolution video ensures lasting value. 
Specifications alone can't show the vivid differences 
in video quality. Compare picture quality before 

you buy. 


Automatic Fine Tuning 
High performance AFC provides drift-free channel 
selection automatically. No “fine tuning” required. 


Full Remote Control 

25 foot remote control allows easy channel selection 
and volume level adjustment. (Channel selection 
automatically selects correct feed polarization.) 


Convenient Sound Selection 

Eliminates the need to manually select the audio in 
most cases. System uses fixed (6.8 MHz) and variable 
(5.5 to 8.5 MHz) audio modules and automatically 
selects audio subcarriers. 


| 
Full Function Metering i 
Continuous monitoring of Signal Strength (dB) and | 
Center Tuning (MHz). Allows accurate check of system 

performance (CNR) without additional equipment.. 


Versatile 

Dual conversion circuitry and a remotable downcon- 
verter permit multiple receiver systems with a single 
antenna. (Less sophisticated single conversion 
receivers require costly interference isolaters.) 


For more details about our products give us a call 
or write. 


EARTH TERMINALS 


™ Department 103 
EARTH TERMINALS One rowave Paz 
Cincinnati, Ohio 45242-9502 
513-489-6200 
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NOTICE EDGE BLEEDING/ transition from dark coat to light shirt 
is ‘fuzzy’ and ‘ragged’ on this comparison receiver. 


spot this in a ‘split screen’ (3/4) color bar pattern as well. Look 
at the lower left corner of the screen where the white stub-bar 
(short) transitions to its own right to a dark blue color. Here you 
can see the streaking as an instability in the border line be- 
tween the white-stub-bar and the darker colored bar to the 
right. If that white to dark transition is straight and true, not 
wandering around with ‘glitches,’ you have good video demod- 
ulation. If the line bends and twists and is not perfectly 
straight up and down, there is a non-linearity someplace in the 
demodulator/video section. 

By adjusting the input signal level (with the step atte- 
nuator), and observing the amount of red speckling plus the 
amount of dark to light (and light to dark) instability or streaking, 
you have a fair approximation of the ultimate video perform- 
ance (and threshold performance) of a receiver. Some of the 
photos here show how the COSMOS II compared with our 
DX-642 reference receiver (costing more than twice as much) 
as well as with an AVCOM 2B receiver which we favor for low 
threshold performance. 

By actual measurement, the COSMOS I! outperforms the 
AVCOM 2B for threshold sensitivity (defined here as the point 
where both lose color) by 1 dB. By observation, the COSMOS 
ll retains red-color purity (ie. does not lose the solid reds) by 2 
dB over the AVCOM and by 3 GB over the DX-642. In that same 
2 dB ‘window’ the 2B had noticeable tearing on the dark to light 
transitions. We could not create streaking on the COSMOS at 
any signal level, right down to no signal level. The picture 
simply gets noisy with the traditional sparklies but remains 
absent the streaking all the way to zero. 


Northwest SatLabs has obviously done ‘something’ in their video 
demodulator and video stages which others have not yet ‘discovered.’ 

Finally, there is the matter of picture quality. This is the most 
difficult factor of all to measure and it is admittedly subjective. What 
you are looking for here is the variations in solid colors. Let’s say a 
man is wearing a dark blue sweater. The sweater wrinkles across his 
chest and stomach because few sweaters are designed to be ‘skin 
tight.’ Within those wrinkles, there are tonal variations in the amount 
of light caught and reflected by the sweater. If you study this closely 
you can see that a high quality picture allows you to see (perhaps 
subliminally) that the sweater is ‘three dimensional;’ that is, there are 
‘peaks and valleys’ in the ruffled front on the sweater. The picture is 
therefore ‘more pleasing’ because it looks ‘more natural.’ 

In a lesser-quality picture the sweater's ruffled front blends into a 
more solid color and the ‘depth’ of the sweater, that three-dimensional 
effect, is lost. 

This is difficult to photograph but in two identical side by side 
monitor pictures you instantly ‘know’ and appreciate that one picture is 
indeed ‘more lifelike’ than the other. 
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NOTICE CLEAN EDGE/ now transition from coat to shirt is well 
defined on his COSMOS II picture from the same network feed; 
superior COSMOS video. 


We do this test, as subjective as itis, routinely using the DX-642 or 
a Microdyne 1100-TVR receiver as a standard reference. Both have 
excellent video definition and any receiver not of their quality looks 
somewhat ‘pale’ by comparison. Some people call this element ‘pic- 
ture snap;’ that is, the picture seems to ‘snap’ or ‘jump’ out at you 
because it has that ‘third dimensional’ look. 

The COSMOS II receiver is a marginal loser to the DX-642 in this 
test; the equivalent (in this test) to the AVCOM 2B unit. However, a 
similar subjective test can be performed using the red and blue 
graphics display on TR12 of G1. The bright red field in this display, 
coupled with the white over red lettering and the moving blue ribbon 
display makes an excellent subject for evaluating ‘edge definition’ 
against varying amounts of input carrier to noise ratio. 

White lettering, set against a dark (such as red or deep blue) 
background wants to ‘ring’ or ‘edge-tear.’ Sometimes it comes through 
the bird this way because graphics are the most difficult-to-control 
video images going today. They are the ultimate or supreme test in 
any (home) TVRO receiver. 

Again, our standard of comparison is the DX-642:; a high quality 
unit which has provided exceptional value for SMATV system oper- 
ators for several years now. The photos here tell the tale; if you look 
closely at the right hand or following edges on the letters (G in 
particular) you can see that there is a darkened area (‘bounce-back’) 
just to the right of (or following) the letters with the DX display. When 
you have a display such as this, there is a minute (but perceptible to 
the eye) lack of ‘edge definition’ with a picture. It really stands outona 
graphics display but is there even with normal moving video as well. 
You'd want to select a receiver with an absolute minimum of ‘bounce 
back’ (or conversely the greatest amount of edge definition) if you 
were going to connect the TVRO receiver to a projection TV receiver 
system. Why? Simply because when a picture gets ‘blown up’ the 
image edges get bigger and bigger. Now what was a small ‘bounce 
back’ and a loss of a small amount of edge clarity becomes a much 
larger (smeared) edge, and that contributes to a projection picture 
lacking decent definition. 


AUDIO Performance 

The audio specifications on the COSMOS II call for complete 
tuning between 5.3 and 8.3 MHz. In the ‘olden days’ of a few years 
back, virtually everything fell between 5.5 and 7.0 but of course as 
transponders for WTBS and WGN (to mention only two) have loaded 
up, they have pushed the limits of bandwidth lower and higher. It is 
unlikely that anytime soon you will be out of the audio tuning range 
with a 3 MHz span but we do know of serious plans at United Video 
(common carrier for WGN) to push the lower limit down closer to 5.0 
MHz with some new ‘data channels.’ 

Northwest SatLabs specs their audio performance in some detail; 
more so than most. The numbers ‘read’ very well (1% maximum 
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NOTICE white streaking in ‘red’ area just above ‘BB, SSF C? 
and ‘E’ on game board; saturated red on this signal is more than 
receiver can handle. 


harmonic distortion; 48 dB carrier plus noise to noise with a 1 KHz tone 
modulating the audio sub-carrier, and, an 8 dB Carrier to Noise ratio) 
but the proof is in the performance. 

We already noted that this audio section has two positions; a 380 
KHz ‘wide’ position and a 150 KHz ‘narrow’ position. These numbers 
are a tad misleading since they spec their bandwidth at the ‘6 dB down’ 
point and most receiver people prefer to talk aqbout the bandwidth at 
the 3. dB ‘bandwidth point.’ This simply says that COSMOS is narrower 
than both (380 and 150) if you are comparing ‘their numbers’ to other's 
(3 dB bandwidth) numbers. How much narrower should not be signifi- 
cant, but it is ‘their secret’ for now. 

This is a mono-only receiver; you can tune in the separate (dis- 
crete or matrixed) sub-carriers alright but only one ata time. If you opt 
for living-stereo from a COSMOS installation, you will be using a 
stand-alone audio processor unit. 

Our standard test for audio sensitivity and selectivity is to switch 
into a receiver's narrow position and go looking for the sub-carriers on 
WTBS. If you can count seven (as of early December) plus the main 
program audio channel, you have them all. Down in the Caribbean 
where WTBS is weaker than most, you don’t usually find all seven that 
you can listen to comfortably unless you are on a 20 foot antenna. 

There are two tough channels on WTBS; the ‘comedy channel’ 
near the top of the sub-carrier dial is reported to be deviated only 35 
KHz and thus even in a ‘narrow’ 150 KHz position you are only filling 


RACING REPOR 


IST RACE 11/29/ 
WIN PLACE 
3.20 2.80 
3.80 


LOOK CAREFULLY to ‘left’ of large letters (i.e. ‘W’ in WIN) for 
‘shadow’ or ‘bounce-back’ ringing in video. This results in 
smeared edging on graphics (COSMOS II receiver). 


SAINT 


NO WHITE streaking here; same area is now ‘solid red’ with no 
disruption of red field on COSMOS II video from same network 
feed. 


slightly more than 23% of the available (audio IF) processing band- 
width with modulation. You get what you would expect to get; 23% 
music and 77% ‘noise’ (from the audio IF bandwidth that is not filled 
with music or audio). That's a tough test, even within CONUS. 

The other tough one is the 50's rock and roll channel found just 
below the WTBS audio sub-carrier at 6.8 MHz. This one is also under 
deviated, and run in monaural since virtually none of the 50’s music 
selected recorded in stereo to begin with. 

Our ‘reference unit’ for audio tests is the USS/Maspro SSP-1 
outboard stereo processor. We use this unit as a reference piece 
because it has a continuously variable IF bandwidth control on the 
front panel and you can adjust the audio IF processing bandwidth from 
around 50 to 400 KHz. This means you can make its bandwidth just 
about the same as any TVRO receiver audio IF bandwidth and do a 
simple ‘A’/B’ comparison, or, connect it all to a scope and actually 
measure the signl to noise ratio. 

In our ‘A’/B’ tests (i.e. you listen to the audio) using the narrowly 
deviated comedy channel on WTBS, we found there to be a discern- 
able difference in background noise in favor of the SSP-1. By varying 
the SSP-1 bandwidth control, we made both sound as close to identic- 
al as possible and then computed the bandwidth difference. It worked 
out to about 2 to 1 telling us that the improvement we were hearing in 
favor of the SSP-1 was around 3 GB. That may suggest to you that the 
audio section of the COSMOS llis not as good as it could or should be. 
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SAME VIDEO/ no sign of video ringing on graphics. Ona projec- 
tion screen, this one would be ‘sharper’ to the eye. Video is from 
DX-642 commercial receiver. 
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Continental Satellite Systems 


ANNOUNCES 


DEALER SUPPORT 0 


In the beginning... | 
TVRO dealers were left pretty much on their own when it came to marketing. Manufacturers acted as if their job 


ended at their shipping department. Now, Continental’s out to right that wrong. 
Continental Satellite Systems has always been the leading manufacturer of the finest aluminum mesh antenna in the 
world. We are so confident of our dish we guarantee it to out perform any other dish of the same size on the market.' We 
are now proud to announce a new concept in dealer/distributor back-up marketing. ‘oer good to cect dealers and astro within 7 days of purchase 
The Continental plan is designed to give a real boost to sales. It’s a multi-faceted, multi-media package providing 


information, materials and financial support — including: 


©1984 


*CO-OP ADVERTISING 
We all benefit if you banner the Continental name to 


attract customers, so we're willing to pay up to 50% 

of your advertising dollar. (Contact your distributor loONTINENTAL 
for moré details). PARABOLIC PERFECTION 
*TRAINING TAPES ES 

What good is buying the best, if improper installation 
will mean less than perfect performance? These video 
tapes show step-by-step installation procedure — with 
little secrets to reduce those sparkles! 


*PROMOTIONAL TAPES 

What's TVRO all about? These video tapes will explain 
the hows and whys of satellite TV to your customers. 
Naturally, there’s a plug for Continental at the end! 


*POSTERS 

Several styles in full color to dress up any showroom. 
Shows the customer graphically that the Continental 
Satellite antenna blends beautifully with any land- 
scape. As they say, one picture.... 


*SPEC SHEETS 

Better organization, more information than ever. De- 
tailed technical specifications give the dealer the con- 
fidence of knowing that he is selling the best. 


*COUNTER CARDS 

Cards containing an attractive display of brochures, 
to remind the customers later of all the good things 
about satellite TV — and where to buy, of course! 


*AD MAKE-UP KITS 

Includes camera-ready headlines, ad copy and illustra- 
tions. Lets you develop individual, professional looking 
ads in no time. Full instructions and suggestions are 
included. 


*WINDOW AND VEHICLE STICKERS 
Identifies you to the world as an authorized Continen- 


| tal Dealer. Display them proudly. 


Lets face it, in the uncharted galaxy of this 
marketplace isn’t it nice to Know you're not 
alone? 


PLE RIF IESG TOW 
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Pesloriavallable : Call your Continental Distributor for more details 


UPS snippabie CA+ CONSOLIDATED SATELLITE, Fresno. (209) 227-8942 TN+ BEST RECEPTION SYSTEMS, Rockwood, 1-800-321-0281. In TN 1-800-468-591 
* VIDEO COMPONENTS WEST, Chula Vista. (619) 427-0516 TX+ SATELLITE EARTH STATIONS, Austin. 1-800-325-5043. In TX 1-800-252-3457. 
GA+KELGO INTERNATIONAL LTD, Norcross. 1-800-241-8189. In GA 1-800-282-6070. BC+ SEL TEC TVRO DISTRIBUTORS, Oliver. (604) 498-2968. 
Continental Satellite Systems KS+ DIGITAL MIDWEST, Wichita. 1-800-255-1382 (Ext. 58) PR* CONTINENTAL CARIBBEAN, Dorado de! Mar. (809) 796-1897. 
15450 For-Mor Court LAs SATELLITE EARTH STATIONS, Mamou. 1-800-762-2110. In LA 1-800-252-3307. CAYMANS- STEREO CITY ELECTRONICS, Georgetown. (809) 949-5211 
+ JOMIL ELECTRONICS, Covington. 1-800-654-9144. In LA (504) 893-4514. HAITI* WORLD COMMERCIAL AGENCIES, Port-au-Prince. (509) 1-62989. 
Clackamas, Oregon 97015 Mil» RASMUSSEN SATELLITE DISTRIBUTORS, Big Rapids. 1-800-433-4231. In MI (616]796-3057 MEXICO+ VIDEO COMPONENTS WEST, Chula Vista. (619) 427-0516. 
(503) 656-2774 or 1 -800-331-2774 OH OHIO SATELLITE SYSTEMS, Logan. (614) 385-8296. HONG KONG - ASIA PACIFIC SATELLITE SYSTEMS. (5) 21761. Thx. 72091 FAREX 
PA*KELGO NORTH, Pittsburgh. 1-800-321-0600. In PA 1-800-342-8800. GUAM + SATELLITE SYSTEMS. (671) 632-9000. 
Telex 294858 CSAT UR Rl* NORTHEAST SATELLITE SYSTEMS, Portsmouth. 1-800-446-4633. In RI (401) 683-5070 


» © 


When we introduced as 
our System 70 
satellite 
receivers, we 
quickly gained 
an industrywide 
reputation for 
unmatched 
quality in both 
video and audio. Now, ite trans- 
lates that same quality into multiple 
system capability with our new System 
/0XB and System 70SB block conversion 
receivers. These are full-featured receivers 
that are so versatile they can be used for 
4 or 12 GHz. 

Our LBC-70A block converters are 
dielectrically stabilized for virtually no drift 


Simulated TV Pictures 


(+/- 900 kkg). Distribution systems include 
amplified splitters for zero splitting loss, 
low loss connectors and dual potarity 
switches for 24-channel residential appli- 
cations. All pass DC voltages for the LNA. 


LOWRANCE ADDS 
A NEW WORD 
TO BLOCK CONVERSION: 
_. QUALITY. 


The result is easy 

installation and studio quality audio 

and video — video so superior that 

it is approved for data decoding by 

Reuters, the international news agency. 
Lowrance block receivers 

are ideal for small private 

cable systems, 12 or 24 

channel residential 

multiple receiver 

systems, 12 GHz. 

business 


networks, 

and data decoding. 
For more information on 

installing all types of quality block 

conversion systems, simply mail 

the coupon below. 


L= LOWRANCE 


| Be send me information about installing Lowrance Block 4 
| Conversion equipment in all applications. | 
| Name | 
| Address 
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Actually, it is far better than most tested to date and itis the first unit 
which allows us to totally clean up all of the background noise on the 
50's rock and roll channel just below WTBS audio. Previously, it took 
an outboard processor to accomplish this task with the added ex- 
pense and myriad of controls found on outboard audio processors to 
make it all work. 

Northwest SatLabs makes the claim that their audio frequency 
response is flat (to within + 1dB) from 50 Hz to 15 KHz. That is not 
quite as good as you would expect from a quality FM tuner/(amplifier) 
but if this is a verifiable number, it is excellent for a TVRO receiver. 
Using a scope as an audio spectrum analyzer, we can tell you that 
there is around 3 to 5 dB more high end frequency response (above 10 
KHz) than we find with the run of the mill audio sections in most TVRO 
receivers. 

You can hear this ‘difference’ even on asmall receiver with a2 to 4 
inch speaker crammed into the side of the cabinet. In particular, the 
highs are ‘there’ and the audio has a crisp sound to it. Once again, it 
appears Jeff Smiley and crew have done their homework properly. 


SYNOPSIS 

The COSMOS llis the ‘sleeper receiver product’ of the year. First 
shown in Las Vegas, it attracted only modest interest from dealers 
who probably did not understand what it was they were seeing. 
Smiley's group was disappointed because they knew they had a 
winner. They bounced back at the Nashville show by doing direct 
on-screen comparisons in the booth between their receiver and ahost 
of ‘popular’ receivers (Drake, Avcom, et al). They ‘dared’ do a full 
display where the dealer could look at up to five separate receiver 
displays simultaneously because they were that confident of their 
product. 

Still, it has not taken off. 

Perhaps dealers, like this reviewer, have become so accustomed 
to the manual selection of polarization and format and skew that their 
instant reaction, like our own, was “I'd rather do it myself.” However, in 
talking to some of the dealers who are handling the COSMOS receiver 
(such as Wayne Morong of Maine) we learned there is a different side 
to the product and set out to do our own evaluation. 

We find the COSMOS II to be an outstanding performer with 
unusual features one would expect to find only in a very high priced 
and very sophisticated package coming from a much bigger company. 
If nothing else, the COSMOS II unit partially restores our faith in the 
ability of creative American designers to ‘hang-in-there’ with their 
off-shore competition for many years to come. Smiley is already 
‘smiling’ about the next generation of his innovative receiver line and if 
the receivers take off as we suspect they now will, his next big 
problem will be to maintain the quality they now apparently have as 
the volume of their product doubles and doubles again. 

If you are a serious dealer, you owe it to yourself to order one of the 
COSMOS II units for your own evaluation. We tested two to make sure 
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COSMOS II SPECS 
INPUT RANGE 
INPUT LEVELS 
INPUT MATCH (loss) 
IMAGE REJECTION 
CONVERSION GAIN 
NOISE BANDWIDTH 


3.7 to 4.2 GHz 

—35 to —55 dBm 

Greater than 10 dB 

38 dB or more 

45 dB typical (4 GHz to 70 MHz) 
25 MHz with 1.2 to 1 slope factor 


THRESHOLD 

VIDEO OUTPUT 1 Vp-p, 75 ohms output, into 500 ohm load 

BASEBAND OUTPUT 5 V p-p, unfiltered, unclamped, not de- 
emphasized 

DISPERSAL CLAMP Greater than 40 dB 

VIDEO S/N f 

DIFFERENTIAL PHASE 215° 

DIFFERENTIAL GAIN +3% 


FREQUENCY RESPONSE 5 dB to —2 dB max, 50 Hz to 4.2 MHz 
SUBCARRIERS Tuneable 5.3 to 8.3 MHz 

HARMONIC DISTORTION 1% maximum 

AUDIO OUTPUT .5 V RMS, 75 KHz peak deviation 


AUDIO BANDWIDTH 380 KHz, 150 KHz, 6 dB points; switchable 
AUDIO S/N is 
FREQUENCY RESPONSE 50 Hz to 15 KHz, +1 dB 


POWERING 105-120 VAC primary; 11.5 watts 

CONNECTORS 4 GHz (N); 70 MHz (F/F); Powering (termi- 
nals); RF out (through internal modulator) 
(F); Audio and Video and baseband (RCA). 

RF OUTPUT Channel 3 or 4 (switchable), +6 dBmV 
measured 

PRICE $430 


*/ COSMOS manual makes ‘lightly’ of threshold; CSD measures it at 8 
dB for static video. 

**/ CSD measured 45 dB SNR with 23 dB CNR. 

***/ Not measured, rated excellent by CSD comparative testing. 
SOURCE NORTHWEST SATLABS, 806 N.W. 4th, Corvallis, 

Oregon 97330 (503/754-1136) 

CSD RATINGS 

1) Video Sensitivity 

2) Video Color Quality 

3) Video Stability 

4) Audio Sensitivity 

5) Audio Quality 


In top 5% of all receivers tested 
In top 10% of all receivers tested 
In top 5% of all receivers tested 
In top 5% of all receivers tested 
In top 5% of all receivers tested 
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we were not being biased with a ‘ringer’ and as you can tell, we think 
this is the most exciting (almost) new receiver product to hit the 
marketplace in the past 18 months or so. 
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TRADITIONAL By McCullough 

As unusual in design as the COSMOS II is, the ELC-24 
Satellite Television Receiver by McCullough Communica- 
tions (Route 5, Box 97, Salem, Arkansas 72576; 501/895- 
3167) is ‘basic’ or traditional. And for good reason. 

Hayden McCullough got started in TVRO in the summer 
of 1979, one of a substantial handful of Arkansas people 
attending the first SPTS event in Oklahoma City. McCullough 
would strike up a friendship with spherical antenna pioneer 
Oliver Swan and from that friendship, subsequent to Oliver's 
death late in 1979, McCullough would become the major 
source for ‘spherical TVRO antennas’ for the next several 
years. The McCullough ‘8-Ball’ antenna sold in the thousands 
and its basic redwood and steel-materials format was well 
suited to the then-developing cadre of TVRO enthusiasts who 
would in later years form the nucleus for the present dealer 
network. 

McCullough came into TVRO from the cable television 
industry. He operated a string of very small CATV systems in 


rural Arkansas, and he knew and understood people's desire 
for improved television reception in rural America. He had 
learned early in the cable game that when you were trying to 
serve rural communities with multiple channels of television, 
you were forced by the economics of the situation to cut costs 
at every opportunity. ‘His cable towns’ were those that had 
been passed-over by early cable pioneers because they were 
‘too small’ to support traditional cable installations. McCul- 
lough identified with the philosophy of Oliver Swan; ‘do-it- 
yourself,’ ‘don’t waste any money, and ‘keep the charges 
in-line’ with what the people are able to afford. 


TEST: MCCULLOUGH 
TVRO RECEIVER 
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He brought the same philosophy to his ‘8-Ball’ antenna 
line. But the industry's interest in spherical antennas was a 
fleeting thing, driven at the time by its price and by the fact that 
motor drives had not yet ‘arrived.’ When Hayden first intro- 
duced the 8-Ball, most of the TVRO enthusiasts entering the 
field were people from other electronic persuasions; TV repair 
shop operators, amateur radio operators and others who were 
not afraid to skin a few knuckles putting together a system. 
Hayden priced the 8-Ball so that these ‘cost-effective’ people 
would find it attractive. And he emphasized that with one 
spherical reflector, the user could receive two or more satel- 
lites with a fixed reflector surface, moving the feed location 
in front of the semi-parabolic dish to ‘change satellites.’ By 
1982, motor drives had ‘arrived’ and the large and often 
cumbersome technique of physically moving the feed from 
one spot to another to ‘change satellites’ was no longer an 
attractive solution to receiving multiple satellites. 

Hayden wisely saw the demise of the spherical dish, and 
having built a small, but successful company around it as a 
product line, sought another product which the company could 
shift into. By now he was so totally immersed into TVRO that 
he had sold his cable television systems and he had the capital 
available to enter a more advanced form of TVRO technology. 
Receivers would be his choice. 

With an electronics background, receivers came naturally 
to Hayden. He had been building his own TVRO receiver 
circuits since 1980 and while they had not been intended as 
commercial products (his cable systems, you see, needed 
TVRO receivers and he felt he could build them cheaper than 
he could buy them; more of the Oliver Swan philosophy!), it 
didn’t take much for him to shift from proto-type to production. 
Early McCullough receivers were ‘par’; they operated about as 
well as others but there was no special dealer incentive to 
purchase them. McCullough opted to be a ‘regional’ supplier 
of receivers, keeping dealers in a several state area surround- 
ing Arkansas supplied with their needs. That has always been 
a strength of Hayden McCullough; he comes from a technical 
background, has installed hundreds of TVROs himself, and he 
has usually been willing, and able, to make himself available to 
dealers (in person or on the telephone) to help them with their 
installation problems. In fact, many dealers bought from 
Hayden because of this close liaison he was willing to give to 
their efforts, and because he was a personable type of person 
they identified with. 


ELC-24 Design 

Schematics of the ELC-24 are available. They are not 
prepared in elegant form but all of the essential information is 
there. Not all receiver suppliers are ‘so free’ with revealing 
‘their’ technology. 

The downconverter, a 4 GHz input and 70 MHz output 
(single conversion, image-reject) system uses the popular 
Avantek 1506 oscillator. The 70 MHz signal coming out of the 
four-diode mixer is amplified in an NEC 5801 bulk-gain ampli- 
fier before the downconverter turns loose of the signal for 
transportation inside in standard RG-59/U cable. Powering for 
the downconverter is through the coaxial cable but the tuning 
voltage for the downconverter is fed in a separate wire. Runs 
to 300 feet are recommended with RG-59/U cable and for runs 
over that length, RG-6/U cable is recommended. DC voltage 
to the downconverter (and for feedthrough to the LNA) is + 24. 


In the receiver/(demodulator) proper the IF signal is ampli- 
fied in a 2N918 (IF gain ‘control’ is handled ahead of the 
2N918) and then it enters the IF string at 70 MHz through a pair 
of (additional) MC5801 bulk gain devices. The 70 MHz band- 
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FRONT of receiver is straightforward, not fancy. 


pass filtering is ‘traditional’ with an IF bandwidth of 30 MHz 
according to the printed literature. Technician-accessible test 
points are provided going into, and coming out of the 70 MHz 
‘gain and filtering block’ and the signal level metering is fed 
from just ahead of the last 5801 gain block. 

Hayden’s approach to the demodulator is to use a coax- 
ial cable delay line, not dissimilar to many others (such as 
Drake). Hayden calls it a ‘phase discriminator’ and the delay 
line is 82" of RG174. Coming out of the detector/discriminator 
there is a 2N2222 video amplifier, a video filter for the 
appropriate de-emphasis, second and third 2N2222 video 
gain stages followed by the video clamp (diode), and, finally a 


fourth 2N2222 video gain stage. Video level is controlled by 
varying the voltage to the second 2N2222 stage. 

If you are with us this far, you will recognize this approach 
as ‘basic.’ One of the primary advantages to taking this ‘basic 
approach’ is that you are dealing with a receiver circuit which 
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has been proven in tens of thousands of receivers (if, indeed ® 
not several hundred thousand receivers) previously. 

The audio sub-system consists of a tuned input followed 
by an MC3357 and a CA3089. The audio sub-carrier tuning is 
picked off of the first 2N2222 video (gain) stage. Again, no- 
thing unusual here; it has all been tried and proven in numer- 
ous receivers produced by others in its basic format. 

McCullough, like John Ramsey of Sat-Tec, likes to remove 
unnecessary parts from a system. He does this for the same 
reasons John does; fewer parts means less cost per (receiver) 
unit, and, the fewer parts inside of the case, the less there is to 
go wrong. 

McCullough, bowing to some dealer pressure perhaps, 
does provide a remote control (wire connected) for the ELC-24 
receiver. The remote hand unit has channel tuning (the receiv- 
er is continuous tune, not detent tuned), audio (sub-carrier) 
tuning and polarity switching. The front panel also has the 
polarity switching with a pair of buttons (one way for clockwise, 
the other for counter clockwise). The receiver can be used with 
either DC (polarity) motor drives or the servo with pulse 
approach. 

Finally, the receiver has an ‘S’ (signal level) meter plus a 
scan-tune feature. The scan rate is rapid, about twice through 
the band per second. The RF modulator outputs on either 
channel 2 or 3 and there is a set of baseband (audio plus 
video) outputs as well. 
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Unider? Satellite Television Systems 


We Feature These Quality Lines 


UNIDEN CHAPARRAL 
WINEGARD COM-SAT 
CHANNEL MASTER ANDERSON 
REGENCY HAMMERBLOW 


EAGLE SATELLITE SYSTEMS 


¢ 5 Locations to Serve You ° 


427 N. Clay Street, P.O. Box 1431 
Green Bay, WI 54301 + 414-437-5445 
1-800-558-7362 National Toll Free 
1-800-242-7348 Wisconsin Toll Free 


CST 8:00-5:00 
— Dealers Only — 


Serving the Electronics 
Trade Since 19832 


REAR OF RECEIVER is slightly confusing and you should read 
the manual before assuming anything. 


Uniden beats 
© the system with 
a total System: 


Are you tired of having 
to go to different manufac- 
turers to put together a 
matched TVRO system? 
Only to go back to each of 
them again when you have 
problems? Well now you 
don't. Because Uniden® is 
introducing a complete set 
of components from a single 
source. Uniden Satellite 
Technology Inc. 

A source with one of the 
largest and most sophisti- 
cated TVRO engineering 
teams in the world. 

Reliability. That's the key 
word—for you, for your cus- 
tomers. The Uniden® system 
of components is engineered 
to be totally compatible, and 
to make you money. And 
Unider's reliability will save 
you money too, by reducing 
your service calls. 

Here's “the system,” 
and it's priced to give 
the best performance/ 
value on the market. 


© 1984 UNIDEN CORPORATION OF AMERICA 


THE DISH: 17 foot 
extruded aluminum screen 
mesh —Light, strong, envi- 
ronmentally attractive —UPS 
shippable —Easy to assem- 
ble. No clips or screws. 

Panels slide into track to 
maintain perfect parabolic 
shape. 

TWO RECEIVERS: Models 
UST 1000 and UST 3000 — 
Detent tuning. With auto- 
matic polarity selection when 
used in conjunction with 
Unirotor™ —Infrared remote 
control on the UST 3000 
—Fully tunable audio. Pre- 
select on the UST 3000. 

THE LNA: Full range to 
meet your specific needs. 

THE SALES SUPPORT: 

You will be supported by a 
national consumer advertis- 
ing campaign that will appear 
in magazines such as Sports 
Illustrated, People, Playboy, 
Newsweek and Time. Full 
merchandising support will 
also be available including 
spec sheets, sales brochures 
and in-store displays, plus an 


extensive dealer incentive 
program. 

Join our team now, Uniden® 
the company that brings you 
acomplete TVRO system that 
will turn sales into profits. 

Uniden Satellite 
Technology Inc., 200 Park 
Avenue, New York, New York 
10166; 15161 Triton Lane, 
Huntington Beach, California 
92649; or 6345 Castleway 
Court, Indianapolis, Indiana 
46250. 
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ELC-24 Operation 

There are two primary strengths in favor of Hayden McCul- 
lough: 

1) When you deal with the company, you are dealing 
with Hayden. That means you are buying from and 
complaining to the same man who designed the circuit. 
There is no extensive ‘chain of command’ here 
(although certainly Hayden does have many good peo- 
ple working for him). Some dealers like being able to 
deal ‘direct’ with the guy who did all of the ‘brain work.’ 

2) A dealer with just a medium amount of technical savvy 
will like the McCullough receiver because there is no- 
thing inside which a dealer with a very modest amount 
of test equipment, plus some experience, cannot repair 
on his own. The circuit is very straightforward; if aman 
understands the basics of satellite receivers, he will 
fully understand the ELC-24. In a day when many sup- 
pliers are using ‘secret IC devices’ (with the numbers 
rubbed off), ‘trick circuits’ to outwit offshore copiers 
(and to inflate their designer egos) itis refreshing to find 
a circuit which continues to be ‘basic.’ 

It might be unfair to include the ELC-24 in the same issue, 
much less the same ‘review article,’ with the prior COSMOS II 
unit. Having extolled all of the ‘clever engineering’ in the COS- 
MOS II, and having made it plain that there are several ‘trick 
circuits’ in the COSMOS II which are well hidden from the 
prying eyes of copiers, one might rightfully expect that all of 


SS 


those trick circuits in the COSMOS II do result in better per- 
formance than say one would expect with the basic ELC-24. 

And, to be blunt, the ELC-24 is not in the same picture 
class as the COSMOS lI. But then, to the best of our measure- 
ment ability, nothing else is either. A more favorable compari- 
son for the ELC-24 would be a Drake ESR-240 receiver. The 
two, for performance comparison (and circuit analysis) are 
essentially alike. Not identical, of course; just in the same 
league. If you are a dealer who is happy with the performance 
of the 240, you are probably a dealer who would be happy with 
the performance and features of the ELC-24. 

Our initial reaction to the ELC-24, after having allowed it to 
‘cook’ for several days, was that the picture was ‘grainy’; that 
is, a baseband noise which created a small but discernible 
amount of ‘busy-ness’ in the background of the video. We 
pondered why and decided that because the IF gain control 
lays ‘across’ the input line, ahead of the first indoor 70 MHz 
amplifier stage, it was conceivable that by reducing that (IF) 
gain control too far, you could be within the ‘noise floor’ of the 
first IF amplifier in the receiver. This is a 2N918 bi-polar stage 
and the input circuit is loaded down with a 75 ohm resistor to 
establish ‘match.’ 

The receiver also has the usual video gain control (in 
the second 2N2222 video amplifier). There is aiso the possi- 
bility that an incorrect balance in the IF section (created by the 
setting of the IF gain control) could result in baseband noise 
being enhanced (but not created) by the placement and set- 


ELC-24 receiver board has plenty of ‘open space’ and technicians should have few problems working on unit. 


—_— 
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ting of this video gain control. 

There were two other possibilities since the ‘noise floor’ did 
seem like it could be improved. We talked with Hayden McCul- 
lough about our observations. The 2N918, the first gain stage 
inside of the receiver, could be creating more noise than it 
should. It, however, is actually the ‘second’ 70 MHz gain stage 
since out at the downconverter there is an (NEC) MC-5801 IC. 
Hayden places this thick-film integrated circuit at the down- 
converter to help make up for the conversion losses in the 4 
GHz / 70 MHz image reject mixer, and to allow you to run (in 
his case) up to 300 feet of RG-59/U between the downconver- 
ter output and the demodulator (receiver) input. 

The 5801 operates as a (gain) ‘flat amplifier’ from 40 to 250 
Mk. Itis internally matched to 75 ohms (input and output) and 
should have a typical noise figure of 1.5 dB. However, sup- 
pose the noise figure (for whatever reason) was higher than 
this? If the noise figure was appreciably greater than 1.5 dB 
(due to some failure within the 5801), that would account for 
the grainy video. We replaced the 5801 in the downconver- 
ter to see what changes there might be. 

The video grain promptly cleared up. For whatever 
reason, we had a not-up-to-spec IC in the downconverter. 

The lesson here, which we pass along to you, is simply 
this: 

1) Because the package (downconverter plus receiver) is 

‘So basic,’ you don’t have to be an electronics genius to 
figure out probable causes of problems. Furthermore, 
because of the construction techniques used by 
McCullough, it is only a few minutes time to change out 
about anything in the receiver which might need chan- 
ging; or which you think might need changing. 

2) The parts used are readily available in most locales and 
under $50 in raw parts, sitting above your work bench, 
would probably cover all of the special ‘microwave type 
components’ which you would not find at a nearby 
Radio Shack. 


OPTIONAL 

In addition to the basic receiver described here, the ELC 
receiver unit is also available with an antenna positioner con- 
trol circuit (model ELX-24S) using a potentiometer mounted at 
the dish (500 ohms) which tracks with a receiver mounted pot 
(5K, adjustable) and meter to show relative dish position. And, 
if the built-in monaural sub-carrier tuning system (tunes 5 to 8 
MHz) does not satisfy the customer, there is an optional 
second audio circuit which gives the user a pair of audio 
controls for tuning in both discrete and matrix audio sub- 
carriers. All of this fits nicely, and easily into the basic receiver 
board (shown). 


PERFORMANCE 

Adequate, but not outstanding. The video and audio are 
both clean, even with reduced input levels. Let's look at par- 
ticulars. 

The photo here depicts the modest grain level in the video; 
something we were able to clear up. The photo cannot show 
that while the manual tells you the nominal VCO tuning voltage 
varies in the range 5 to 15 (VDC) the unit we tested varied 
between approximately 3 and 8 volts DC. As you might sus- 
pect, that caused a problem. ; 

A tuneable receiver, using the Avantek 1506 oscillator for 
the LO source, has to have both an operating voltage (that’s 
extracted from the +24 VDC fed up the coaxial line) and a 
tuning voltage (sent through the second coaxial line). The 
tuning voltage is set for both ‘low tracking’ and ‘high tracking’ 
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IF SECTION for ELC-24 is straight-forward; slug-tuned coils ad- 
just for bandpass filtering while 5801 thick-film amps (thin, black 
devices top and bottom) provide gain. 


with a pair of (5K) pots mounted on the circuit board. Many 
other receivers do it the same way. 

The ‘trick’ is to get the proper tuning voltage to the VCO 
(1506) at the end of the coaxial line carrying the tuning voltage. 
There will be a minimal voltage ‘drop’ through the line, but 
since very small voltage changes in that line correspond to the 
changing of channels (between 0.35 and 0.4 volts change in 
the case of the ELC-24), you do need a ‘calibrate control’ 
inside in the receiver. That's what the ‘high set’ and ‘low set’ 
pots are for. 

The next ‘trick’ is to get the two (5K) pots to ‘track’ so that 
receiver dial calibration is ‘on’ for both the high and low ends. 
Consumers that find The Nashville Channel at 0 and WTBS at 
22 are not going to be happy, long. Especially if in the process 
they lose HBO on 24! 

We found a fair amount of difficulty getting the ELC-24 
controls to track. We finally decided that our voltage range was 
not going quite far enough, since we were, indeed, losing 
transponders 23 and 24. The factory-settings were close but 
not close enough. Seemingly, with such a basic circuit, we 
could figure out how to make it right again. 

We did, again pointing out that if you understand the basics 
of TVRO receiver design, you will never feel frustrated or 
uncomfortable with the ELC-24. Better than that, if you want 
to learn the basics but have been unable to get ‘started’ 
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The DSB-700 Home Receiver: 


ALL THE QUALITY 
FEATURES 
YOU’ VE LOOKED FOR, 
IN THE PALM OF 
YOUR HAND. 


e Infrared remote control 
e Block downconversion ¢ Capable of multiple-receiver hook-up 
e Picture quality comparable to commercial receivers * Both 4 GHz and 12 GHz compatible 
e Video clamp/unclamp switch and composite baseband output ¢ Frequency stability 
unmatched by other home receivers * Compatible with mechanical and electronic 
polarizers as well as DX’s dual-polarity system * Affordable price 


The new DSB-700, with infrared remote control, From every standpoint—quality, performance, 

puts quality satellite reception at your finger-  price—the DSB-700 is far ahead of other 

tips. Control channel selection, volume, and home receivers. The same features are avail- 

fine tuning from anywhere in the room. able, without remote control, in our ) q 
You'll also appreciate the sharp picture, DSB-600. All developed and engineered 

quality features, important user con- by DX Antenna, world leader in satellite 

viences, cost, and attractive design. | reception systems. 


DX COMMUNICATIONS, INC. 
A Subsidiary of C. Itoh & Co. (America) Inc. 
10 Skyline Drive, Hawthorne, NY 10532 ¢ (914) 347-4040 
Manufactured by DX Antenna Co., Kobe, Japan 
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BR and KLM: Partners in Innovative Leadership. | 


The KLM Receivers: 
© = The Sky Eye X, The Sky Eye VIII and The SSD. 


extremely reliable, it’s an un- also got scan and seek capabilities, 
sk anyone in the industry about _ usually attractive unit. It’s got polarity reversal, format switches, 
the KLM name. They'll tell you built in Polarotor I interface 
about the famous KLM quality—a and fully adjustable 
quality which has never been com- skew. It features an 
promised. KLM has been an indus- AFC switch, center 
try pioneer from the start—it was tune indicator, and 
KLM, for instance, who invented slide rule tuning. 
the single conversion image reject It’s also got 
downconverter. These are three of : 
their most popular receivers. metering, 


tunable audio, a 


stereo processor output signal 
and audio video output. strength metering, digital 
Add to that a built-in 3-4 transponder displays and single 
modulator and video invert tunable audio. With the Sky Eye 
Switch, and you have one VIII, you’re guaranteed consistent 
of the most versatile, ad- picture quality for years to come. 
vanced units available to- 
day. THE SSD. 
THE SKY EYE X. The SSD is the non-remote 
The Sky Eye X represents the THE SKY EYE VIII. version of the Sky Eye X with many 
latest achievement in 10 genera- The Sky Eye VIII is known for of the same terrific features. It has 
tions of superb KLM receivers. It its absolute rock solid stability. It’s detent tune, skew control, polarity 
combines the best of American a remote control receiver with reversal, and single tunable audio. 
technological innovation with Japa- quartz synthesized tuning. That’s It, too, is quartz synthesized, 
nese manufacturing excellence. what keeps it from drifting. It’s which gives it that absolutely stable 


picture 


MH Ve 5 

aA FH Ml 
The Sky Eye X is > “The BR Ultimate One Year 
manufactured in he Warranty.” BR is the only dis- 
Japan by the Pio- tributor in this industry who will 
neer Corporation. warranty any product you pur- 
It’s not only chase from us for a full year. Call 

BR toll free for details. 


“We Distribute Trust” 


35 Lumber Rd., Roslyn, NY 11576 516-484-6080 (NYC & LI) 
Hours: Mon-Fri 9:30-5:30 Sat 10:00-3:00 E.S.T. 
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GOOD GRADE video is acceptable if not high definition; video 
grain disappeared with replacement of thick-film gain stage in 
downconverter (see text). 


because of the typical ‘trick circuits’ and ‘hidden technology’ of 
many of the better known receivers, the ELC-24 would make 
an excellent ‘training ground’ for you. Equipped with the re- 
ceiver and a copy of the schematic, you can ‘logic’ your way 
through the full receiver in short order. Then, having trained 
yourself on the basics using the ELC-24, you are ready to 
tackle the more complicated ‘trick circuits’ from those OEMs 
who insist on hiding the ‘basic functions’ from scrutiny. 

This caution. McCullough uses some relatively sophisti- 
cated ‘soldering aids’ to mount some of his parts (such as the 
NEC 5801 built-gain amplifier). You never want to ‘dig into’ 
such a circuit equipped with a soldering iron generating more 
than 25 watts of ‘heat’ and it needs to be equipped with a 
‘needle point’ as well since many of the pin connections are 
very close together. Additionally, (6801) devices are often 
soldered on both sides of the circuit board (top and bottom) so 
you have to free the bottom first and then go to work on the top 
(where the piece mounts). This requires a ‘solder sucker’ and 
some patience to get the tiny globs of molten stuff out of the 
holes before you can replace a part. If this type of ‘surgery’ is 
new to you, you'll learn all about soldering in the process as 
well (and perhaps ruin a component part or two)! 

The ELC-24 receiver provides good value for the money 
and dealers who are looking for something they are ‘not afraid 
of’ would do well to look into it as a functional building block in 
their own sales packages. Hayden, like many of the proprietor- 
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ELC-24 SPECS 

INPUT RANGE 3.7 to 4.2 GHz 

INPUT LEVELS not specified 

INPUT MATCH not specified 

IMAGE REJECTION not specified (single conversion) 
CONVERSION GAIN not specified (14 dB measured) 
(NOISE) BANDWIDTH 30 MHz 

THRESHOLD not specified (10 dB measured) 
VIDEO OUTPUT not specified (1 v p-p adjustable, measured) 
BASEBAND OUTPUT not available 

DISPERSAL CLAMP not specified 

VIDEO S/N not specified 


DIFFERENTIAL PHASE not specified 

DIFFERENTIAL GAIN not specified 

FREQUENCY RESPONSE not specified 

SUBCARRIERS tuneable 5.0 to 8.0 MHz 
HARMONIC DISTORTION _ not specified 

AUDIO OUTPUT not specified 

AUDIO BANDWIDTH not specified (240 KHz measured) 
AUDIO S/N not specified 

FREQUENCY RESPONSE not specified 


POWERING 120 VAC, 25 watts 

CONNECTORS 4 GHz (N); 70 MHz (F/F); Powering 
(F) +terminals for polarization control; RF 
out (through internal modulator) (F); Audio 
and Video (RCA). 

RF OUTPUT Channel 2 or 3 (switchable), +5 dBmV 
measured 

PRICE $380 range 

SOURCE McCullough Communications, Route 5, 
Box 97, Salem, Arkansas 72576 (501/ 
895-3167) 

CSD RATINGS 


1) Video Sensitivity 

2) Video Color Quality 
3) Video Stability 

4) Audio Sensitivity 

5) Audio Quality 


um 


In top 40% of all receivers tested 
In top 30% of all receivers tested 
In top 30% of all receivers tested 
In top 40% of all receivers tested 
In top 30% of all receivers tested 


operated businesses in TVRO, is available for consultation 
much of the time and if the frustrations of talking technical 
problems with an ‘order taker’ who doesn’t understand the 
product has bitten you, there is considerable dealer-value 
here as well. 

McCullough will survive, inspite of the threat of foreign 
imports, for as long as he wants to survive. He has found a 
receiver ‘nitch’ which will last many additional years, is com- 
fortable with modest production runs and maintaining a rel- 
atively low profile. The industry is ‘better’ because he is a part 
of it. 


es a 


LUXOR MARKETING: 
‘A DIFFERENT MOLD’ 


ON The Road Again 

Last month CSD began our visit to Luxor Electronics in 
Motala, Sweden with a report on the recent history of the firm, 
and their broadly based production skills in a wide variety of 
electronic products. This month we concentrate on their 
‘marketing philosophy’ since that has been one of the major 
‘differences’ cited by the firm when they compare themselves 
to North American TVRO manufacturers. 

Service, repair and warranty back-up has been a ‘problem’ 
for TVRO dealers for as long as there has been TVRO hard- 
ware. In our annual look at dealer ‘attitudes’ towards various 
suppliers, we found that R.L. Drake Company was the most 
universely respected supplier, among dealers, for factory re- 
pair and backup. Luxor rated ‘poorly,’ number five behind 
Drake, Automation Techniques and Avcom models for ‘receiv- 


er acceptance’ and number one in the ‘least respected receiv- 
er division. Worse than that, they rated second only to KLM for 
‘worst warranty service.’ Clearly, this did not sound like a 
company which felt very sensitive about their field back-up of 
dealer problems. 

Of course the 1984 survey, taken during the month of May, 
came at a time when Luxor was in the midst of a messy 
‘separation’ from their exclusive importer (STS of Missouri) 
and as past issues of CSD and CSD/2 have reflected, neither 
STS nor Luxor escaped ‘whole’ from that bitter dis- 
engagement. Unfortunately, for Luxor, the bitter memory of 
the transition period (February through early summer), where 
STS was phased out of the warranty cycle and repair process, 
has lingered and there continue to be many distributors (and 
more dealers) who recall their problems with Luxor products. 

Luxor, since that time, has faced a ‘re-building road’ which 
has continued to this day. We asked the question in our 
part-one report ‘Can Luxor Come Back?’ and indeed that 
remains the $64 question today. 

Luxor quality-control problems can be laid in two areas; the 
downconverter, and, the receiver proper. As we noted in De- 
cember, the downconverter has always been a North Amer- 
ican product. Luxor’s Bo Lindqvist, Technical Manager for 
Luxor Satellite, confesses that he has spent many weeks in the 
states working on downconverter design problems with their 
downconverter supplier; Magnum Microwave. The primary 
problem has been downconverter stability and even to this 
day there is apparently not complete satisfaction, on Lind- 
qvist’s part, with the downconverter being shipped. He con- 
tinues to see room for improvement. 

A companion problem relates to the difficulty all off-shore 
receiver manufacturers face when building even 70 MHz input 
(IF) receiver electronics. There is no subsitute for doing final 
receiver transponder alignment, on each and every receiver, 
using a ‘full bird’ such as F8R. All off-shore manufacturers 
have invested in ‘satellite simulators,’ boxes that create 
laboratory-perfect 4 GHz signals on a few or all 24 satellite 
transponder frequencies. Unfortunately, satellite simulators 
must themselves be ‘calibrated’ fairly often (because of inter- 
nal stability problems in the simulator), and, even when they 
are ‘dead-on,’ they will not and do not match the actual trans- 
ponder frequencies in use by many of the transponder oper- 
ators (some transponder services, such as MTV and ESPN, 
may be ‘off frequency’ by 5 MHz or more at any given point in 
time. Very few are ‘dead-on,’ and therefore a ‘simulator’ can- 
not simulate the real-world; only the laboratory world.). The 
end result is that no matter how carefully the simulator is 
calibrated, and how carefully the off-shore alignment tech 
does aligment, there may still be a need for a secondary 
re-alignment of all offshore receivers when they land in North 
America (Uniden, for example, does this on 100% of all units 
landed, at a facility in Indiana). 

Luxor learned this lesson early and thus there is a ‘Swed- 
ish burn-in’ of the receivers followed by an alignment, and then 
a new ‘burn-in’ followed by a new alignment when the receiv- 
ers come out of the SAS Jet Cargo container after landing in 
Chicago. 

Burning in and re-aligning receivers from off-shore manu- 
facturing centers has become a standard operating procedure 
for all quality off-shore units with a 70 MHz IF. BDC units with 
continuous tuning often escape this stateside/Canada pro- 
cedure simply because there are no individual transponder 
Settings to tweek or align when the unit continuous tunes. In 
the case of the Luxor 9550 receiver, in the states is the first 
time the full receiver plus its matching downconverter are 
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checked together, as an integral package. 

If simulation of actual fully-loaded satellites is difficult 
offshore, the simulation of the satellite locations is not. In the 
case of the Luxor 9534 antenna actuator, we found every unit 
in Swedish production undergoing a thorough satellite by 
Satellite ‘check’ using a simulated test fixture that pretended it 
was the full arc of satellites in the sky. The motor drive is a US 
product, and it like the downconverter is married to the pack- 
age after the controller (9534) arrives in the states. 

In a sense, this double-check system may be a more 
severe type of ‘QC’ (quality control) than made-in-America 
products receive. A visitor to a US production facility would 
probably be amused (if not amazed) to find benches of align- 
ment technicians doing final ‘QC’ at the ends of feeds from 
Satellite antennas pointed (typically) at F3R. One finds the 
same final alignment procedure at on-shore testing points for 
firms (such as Luxor) but you must keep in mind that this final 
check is done some weeks (or months) after ‘simulated’ sig- 
nals have been fed into the same receiver at the point of origin. 

Still, users do find problems and there is a certain 
amount of infant mortality when any type of unit comes out of 
its shipping carton. How can this equipment go through so 
many stages of ‘performance verification’ and still comes out 
of the box ‘broken’? We pondered this while we were learning 
about the parts and service aspect of Luxor. 


Ake Lindgren is responsible, at Luxor Motala, for the parts 
aspect of all Luxor products. Lindgren’s job is to keep track of 
all replacement parts, and to forecast (accurately) the type of 
parts that should be stocked for warranty and out-of-warranty 
repairs. His department routinely stocks parts for models 
which have been ‘out of production’ for periods of ten years or 
more. He notes that Luxor's philosophy has always been for 
the ‘long haul’ in any business venture and when a new pro- 
duct is planned, he knows that his parts department will be 
involved with that product for no less than ten years; far longer 
than any other segment of Luxor. Feeding the large, world- 
wide network of Luxor service centers and affiliated distribu- 
tors and dealers, he averages 300 separate orders per day or 
75,000 per year. Naturally, all of the ‘controls’ are handled by 
computer these days. Scandinavian orders placed for parts by 
10 AM in Motala are shipped the same day and received the 
next; expedited shipments to overseas points are routinely 
delivered worldwide in 3 days. An ‘average’ parts- 
replacement inventory, production parts aside, is around 
$7,000,000 (US). 

Computerized parts control and rapid turn around for parts 
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Satellite receiver 
accessories 


IPD-65 Isolated Power Divider 
70dB isolation, typical! 


e Automatic Feedline Power Switching 
and DC Block Circuits 

e LED LNA Power Indicator 

e Extremely Reliable - High Performance 


Ferrite Isolators 
3.7 - 4.2 GHz 


For multi- receiver installations. 
Better than 60db isolation. | 
Choice of connector configuration. 


Power Dividers 
3.7 - 4.2 GHz 


PD-4 
Available with Internal DC Block. 
Order with ‘‘DC”’ suffix. 


DCP-4 
3.7 - 4.7 GHz 
Insert, Remove or Block DC Power 


DCP-66 
40 to 1500 MHz 


ALSO AVAILABLE 
e Cable e Coaxial Relays « Connectors « 
e Line Amplifiers « Coax Seal e 


e Broad Band Amplifier e High Frequency Switch 


Contact Your Local AVCOM Distributor 
AVCOM Information number: 1-804-794-2500 


® 
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PARTS BACKUP is his job. Ake Lindgren runs a computerized 
parts system that forecasts how many parts will fail per module 
per year. And it works! 


orders is one part of the dealer backup; dealer training is 
another. Stig Karlsson heads up the dealer training program 
in Europe and the Mid-East. The Luxor training in North Amer- 
ica for TVRO units is presently handled by Luxor North Amer- 
ica so we looked closely at the way Stig handles the TV and 
consumer product training for signs of what is likely to be the 
long-term policy in North America as well. 

Stig relies heavily on training seminars, conducted all over 
the selling regions. He takes his dealer training to the dealers 
and conducts one day (or longer) seminars to help them better 
understand the products they sell, and ultimately, must ser- 
vice. One of the ‘tools’ we saw for this program was a set of 
testing jigs developed for the TV receiver products. The con- 
cept is pretty basic; just as satellite transponders or satellite 
positions can be ‘simulated,’ electronically, at the Luxor plant, 
so too can faults be simulated in a test jig. Because the Luxor 
receiver products are largely cable-harnessed so that a single 
multiple-wire cable (and plug) carries all of the input and output 
signals and voltages, so too can the receiver boards be 
plugged into a test jig/simulator. In effect, a mini or micro 
computer takes the receiver technician through a stage by 
stage check of all the product automatically. Product faults are 
quickly isolated by the test jig simulator and once the faulty 
‘region’ is found, part-by-part elimination can be done. 

This type of approach will one day come to the TVRO 
receiver line. This will mean that a dealer, with a minimum of 
hard technical training, will be able to ‘simulate’ product faults 
or failures with a test jig system and isolate his own problems 
without having to depend upon a distant factory warranty 
center. 

Leading into that type of automated circuit analysis is in the 
planning stages now. Ahead of that, we asked about the basic 
dealer training sequence for consumer products in Europe, by 
Luxor. 

Karlsson and Lindgren explained for us. 

“Before a new product is shipped into the market- 
place, we routinely hold special dealer seminars. This means 
that we take the new products to a central location and dealers 
come in to inspect the products. We break the sessions up for 
the sales people, the service-center people and finally the 
service specialists. 

“Sales people are given a complete explanation of the 
product features and they are also given a ‘light touch’ of the 
technical since we expect our sales people to know more 


© National Satellite Communications 1984 


We still believe 
promises are golden. 


same. 


= 


come. NATIONAL SATELLITE 
Call (Toll Free) today for the locationof COMMUNICATIONS’ 

the nearest “Authorized NSC Dealer”. 

Through NSC, his promises to you are CORPORATE OFFICE: ; 


golden. 21" Century Park 
For More Information: Clifton Park, NY 12065 
In New York: 1-518-383-2211 FLORIDA OFFICE: l 


re .4 ange: 10779 Satellite Bivd. 
In Florida: 1-305-851-4738 Orlando, FL 32821 


PAGE 38/CSD/1-85 


about the inner workings of any product than even the most 
educated consumer. The service center people are then ex- 
posed to a detailed analysis of the product and a stage by 
stage ‘walk-through’ on how the product has been designed 
for the various user functions. 

“Finally, the service specialists are trained using the 
service jigs in locating faults and problems, diagnosing fai- 
lures and making repairs. All of this is done before a product 
is delivered to dealer showrooms and the public is asked to 
inspect and buy.” 

That was a revelation. An approach that was ‘not so 
much in a hurry’ to rush a product to market that the products 
ended up there months (or years) before the servicing in- 
formation! But could a fast-moving field such as TVRO receiv- 
er technology afford that ‘luxury’ of delay? Certainly it took 
longer to do it ‘this way’ than to ship product first and worry 
about service later. 

Karlsson suggsts that while you may not initially enter a 
brand new field (such as TVRO) with that kind of preliminary 
training program in place, he feels that as any product and 
industry matures, this type of training becomes essential. 

“The difference between products of differing manufactur- 
ers narrows’ it is noted “as a field matures. It then becomes 
necessary to focus on innovations that help keep products 
sold after the sale.” In short, innovations in product design 
may sell a product when the ‘field’ is new; innovations in 
service and field equipping of service personnel becomes 
more important as any field grows older. 

We were reminded of this by Luxor’s Per Cederlund, the 
man largely responsible for consumer television set design 
(research and development). “Our digital control systems 
aside, the primary difference between differing brands of tele- 
vision these days is not what you see on the screen, but what 
is inside of the cabinet. Consumers are attracted by ease of 
use and ease of familiarity with the product's features. Retail- 
ers, and their service personnel are attracted by different 
things; the amount of time it takes, for example, to trouble 
shoot and diagnose a faulty unit. 

“If we can design our receivers so that they require 50% 
of the time to diagnose and repair, we are more apt to have a 
loyal dealer than if we add two more buttons to the remote 
control the consumer uses. When you are in the consumer 
electronic business for the long-haul, you have to think as 
much about the friendliness of the product(s) to the retailer 
and his service people as you do about the product's features 
the consumer will see.” 

An interesting viewpoint and one which we had not heard 
in North American TVRO design shops previously. 

All of this, of course, takes time. And it takes constant 
interfacing between a plant located in south-central Sweden 
and the market which is thousands of miles distant. Hans 
Giner, who heads up Luxor North America’s operations out of 
the Bellevue, Washington headquarters emphasizes this 
point. 

“We felt our initial receiver products were as good as 
any on the market when they were first introduced, and years 
ahead of most in customer features. We prefer to allow a 
product to mature, slowly, like a fine wine rather than come out 
every few months with startling new technology and changes. 
We are in this for the long pull and we are ready to make our 
place in this industry by building a solid, dealer and consumer 
oriented business.” 

Stig Karlsson would add “It taks a great deal of money to 
run a training department, to prepare training materials and 
travel all over the world giving training seminars.” To make the 
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training and performance run smoother, Luxor has adopted a 
‘service-specialist’ approach. In Austria, for example, one 
man is the primary liaison between Motala and the middle and 
eastern European TV dealers. This man concentrates on just 
the TV receivers in the Luxor line and he travels throughout the 
region visiting dealers, helping them better understand servic- 
ing problems, and staging small dealer training seminars on a 
scheduled basis. 


Karlsson on the break-in period. 

“When any new type of product is introduced, such as 
color television sets some years ago or computers more re- 
cently, there is a double standard practiced. First, you have to 
be concerned that nobody else in the marketplace is getting 
ahead of you with the technology. That's the job of our en- 
gineering and research and development people. Next, you 
have to be concerned that as you keep creating all of this new 
technology that the retailers and their service people do not 
become disenchanted with the innovations because they fail 
to understand how to cope with them. That’s my job.” 

Again, the TVRO marketplace in North America must 
come to mind. Here we are in the midst of considerable tech- 
nological innovation, changes heaped upon changes and 
more and more features designed with the consumer in mind. 

Bo Lindqvist on the constant changes in product design. 

“I think there is a plateau coming in new innovation. | 
must recall that when we were first ready with a TVRO receiver 
(for Ku band) in 1979, that we had settled on the BDC (block 
downconversion) technique. We thought it the best way to go 
then, and | still do today. But the downconverter technology, 
largely because of the microwave parts then available, was 
not adequate to support large scale production of this design 
at that time. Now, five years later, it is all coming around. And 
we find that the BDC receiver system is rapidly becoming the 
established designer’s favorite. | would not be surprised to see 
virtually total abandonment of the single conversion, 70 MHz 
IF approach in the next 18 months. The only thing that remains 
to be sorted out, in my mind, is the widespread approval of a 
particular IF for the receivers. | happen to believe that the 
950/1450 (900/1400) MHz band will be the eventual winner.” 

Lindqvist, responsible for TVRO receiver product creation 
at Luxor, is already past the next basic adaptation of the BDC 
design and the next group of products which Luxor can be 
anticipated to show for the first time at the March 31/April 2 Las 
Vegas industry trade show. 

“Once we have the majority of the receivers being built 
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For any business the road to success is long and difficult. But 
A 7 measured by the quality of Superior “aluminum mesh antennas, the 
road is shortened considerably. 
Superior™ high performance antennas are scientifically designed 
)) @ for low wind resistance, light weight and stability in the field. And 
. because we want our Superior™ quality to shorten your road to 
success, the manufacturing process of our five and one-half, eight, 
ten, twelve, sixteen and twenty-five foot antennas are monitored by 
a strict quality control program. 
U.P. Superior Satellite Dish Manufacturing. Our Superior™ quality 


BY SUPERIOR \Wruc screnion 
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| DISH MFG. 


1651 17.4 Rd., Escanaba, MI 49829 906-789-1027 


Micro Dish 
Logan, OH 
1-614-385-3200 
Outside Ohio 
1-800-638-1864 


John-Co Electronics 
Auburndale, WI 
715-652-3175 


Satellite TV Systems 
Marquette, MI 
906-228-2324 

1-800-551-0551 U.P. Watts 


Buddy’s Electronics 
Live Oak, FL 
904-362-4505 


Herman Electronics 
Miami, FL 
305-634-6591 


National Micro Dynamics 
Chattanooga, TN 
800-845-0813 
Stellarview Satellite 

. Surfside Beach, SC 
803-238-1098 


Vidcom Satellite 
Rochester, NY 
716-225-6130 


Lycon Farm Implement 
Palestine, IL 
618-586-5246 


T & T Satellite 
Glenns Falls, NY 
518-792-4913 


Satellite Antenna Systems 
Houghton Lake, MI 
517-366-9419 


C-Z Labs 
Garnerville, NY 
800-423-2322 


Ultra Satellite Systems 
Jarrettsville, MD 
301-557-8381 


Telsat East 
Front Royal, VA 


703-636-1777 


Bell Services, Ltd 
Pac y: Rar Sr 
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Boman Industries Satellite Receiver SR-1500 


U 


In spite of its modest price, the «= Built-in Stereo Processor And, the attractive slender design 
SR-1500 delivers video perform- = Matrix/Discrete Stereo Selector - of the SR-1500 will make it a 
ance that can challenge any «= Narrow/Wide Selector welcome addition to any family 
receiver on the market. And, it «= Stereo A «& B Slide Control . entertainment center. | 
delivers STEREO sound for less = Vert/Horz Push-Button | | 
than most monaural units. » Skew Slide Control Boman Ondustrios | 
This exceptional value is aug- * a Tis Spo) (Y | 


=» LED. Signal Strength Indicators 


mented by a list of features that 


makes a powerful statement ” AFC Pusb-Button 
care SE « Video Invert Pusb-Button 
about marketability. 


mn = Slide-Rule Tuning 
| » TV CH 34 Modulator 


» LNA/Down Converter Voltage- Anniversary 
Retained | 


ALABAMA, Athenian Products, Athens, (205) 232-0814; CALIFORNIA, Uni-Sat Communications, Los Angeles, (213) 923-7814; GEORGIA, Satellite Earth 
Stations of Georgia, Inc., Macon, (800) 553-1976; Kelgo International, Atlanta, (800) 241-8189; ILLINOIS, Star Scan, Springfield, (217) 523-8233; INDIANA, 
C.V.S. Systems, Inc., (317) 662-0037; LOUISIANA, Satellite Earth Stations East, Inc., Mamou, (800) 762-2110; Jo’Mil Electronics, Inc, Covington, (800) 654-9144; 
Satellite Earth Stations, Covington, (800) 654-9144; Satellite Earth Stations, Mamou, (800) 762-2110; MINNESOTA, Sky Vision, Inc., Fergus Falls, (218) 739-5232; 
MONTANA, Paramount Satellite, Missoula, (406) 728-0647; MISSISSIPPI, Sunbelt Satellite, Oxford, (601) 236-5517; MISSOURI, Star-Com Distributing, 
Jefferson City, (314) 893-6666; NEBRASKA, Hastings Antenna Co., Hastings, (800) 228-4007; NEW YORK, Sat. View Dist., Bridgewater, (315) 822-6532; OHIO, 
Satellite Sales, Inc., Worthington, (800) 521-6136 (in OH), (800) 345-5527; OKLAHOMA, Star-Com Distributing, Oklahoma City, (405) 672-9617; OREGON, 
Columbia Satellite, Portland, (503) 774-8459; PENNSYLVANIA, Kelgo International, Pittsburgh, (800) 321-0600; TENNESSEE, Lewis Electronics, Humboldt, 
(901) 784-2191; TEXAS, TVRO West, Inc., Austin, (800) 325-5043; Sunbelt Satellite, Arlington, (817) 861-5881; Satellite Earth Station, Austin, (800) 252-3457; 
Star-Com, Big Spring, (800) 351-1426; Nampa Satellite, Houston, (800) 421-8300; UTAH, Video Link, Salt Lake City, (800) 762-8876; WISCONSIN, Delta 
Satellite Corp, Cedarburg, (414) 375-1000; CANADA: BRITISH COLUMBIA, Terrco Corp., Vancouver, (604) 877-1391; Banvil Ltd., Port Coquitlam, 


(604) 941-9491; MANITOBA, Banvil Ltd., Winnipeg, (204) 633-9345; ONTARIO, Banvil Ltd., (416) 878-8181; Sigmacom Consumer Products, Whitby, 
(416) 666-1661; QUEBEC, Banvil Limitee, St. Leonard, (514) 327-3783. 
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using this BDC technology, it will become more and more 
acceptable to mix components from one supplier to another. | 
believe we are heading closer and closer to a basic, ‘univer- 
sal,’ 4 GHz TVRO receiver which will, by the way, also end up 
being a basic, ‘universal,’ 11/12 GHz receiver as well.” 

Karlsson and Lindgren talked about the service policy for 
consumer electronics sold by Luxor in Europe. 

“We back up all products such as television sets with a 
one-year full warranty. We equip our dealers with sufficient 
equipment and training so that they are able to effect virtually 
all of the repairs in the field, at the local level. (The one year 
warranty is scheduled to become a two-year warranty in 
1986.) In the computer field, Luxor again urges the dealers or 
regional service centers to make repairs. The service shop 
turns into Luxor a statement showing the model and serial 
number, and the work done. There is an established (by 
Luxor) service rate, payable to the dealer, for different cate- 
gories of repairs. This takes into account the amount of time 
which the factory people know a certain repair should take.” 

In the case of the TV sets, there is a ‘service fee’ built into 
every new set shipped to a dealer. It typically amounts to $152 
SK (just under $20 US) per (TV) receiver. 

“In theory, the dealer should be banking this money each 
time a receiver is sold from his shop and then it is available to 
him, within his own organization, for repairs as required in that 
first year warranty period. Some dealers, of course, simply 
carry the $152 SK service allotment as a ‘prepaid service 
income’ credit on their books. If the receiver goes through the 
warranty period without requiring service, the dealer has just 
earned an extra $152 SK per receiver. But we find that this is a 
very realistic number, based upon hundreds of thousands of 
receivers shipped, and that the dealer comes out about even 
with this policy.” 

What about TVRO products? When would the North 
American TVRO dealer see some number of dollars per re- 
ceiver ‘discounted’ in return for the dealer being responsible 
for the first year’s service? 

“First we need more service experience and better 
servicing records” notes Karlsson. “You have to get from 
where we are, which is a dealer universe where there is 
virtually no dealer ability to service inside of a receiver, to a 
dealer world where the dealers are not only trained but 
interested for their own survival in being trained” notes Lind- 
qvist. 

Luxor currently is supplying a ‘top of the line’ service manu- 
al to dealers handling the product line. It includes full sche- 
matics and full parts lists (something many others still do not 
do). But it is a far cry from Stig Karlsson’s ‘traveling road show’ 
that breaks down service problems into audio-visual displays 
and Per Cederlund’s cut-away models of TV receivers. Giner 
sees all of that coming, soon. 

“This industry has telescoped a normal decade of de- 
velopment time into two or three years at the most. There has 
been tremendous product innovation for what has, in the 
consumer world, been a very modest total production base. 
We are seeing product design innovations in this field which 
normally only happen over much longer periods of time and 
with hundreds of thousands of units produced per model. 
Having our experience in supporting dealers and reaching 
consumers, it is especially frustrating to us to See so much 
change so rapidly, with so few products actually being pro- 
duced.” 

The ‘giant TVRO test tube’ perplexes Lindqvist as well. “I 
will welcome the slow-down | see coming in complete product 
upheaval because | believe that will lead to a far better, far 
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more reliable product for the consumer. When a marketplace 
is driven, driven, driven by new changes and new innovation, it 
is more difficult to develop the kind of customer support and 
dealer support which we are so firmly committed to in Europe. 
It is probable that as the products mature, those companies 
which are today very visible because they are design-driven 
will become far less important in the marketplace. The era 
ahead is a ‘Luxor era’ simply because we are ready for a 
marketplace where the dealer is as important to us as the 
ultimate consumer. The stability will be good for all of the 
survivors.” 

One of the primary areas where product stability will ben- 
efit Luxor is in their computer aided design department. As Per 
Cederlund explained, “In 1973 our standard TV chassis had 
1663 electronic components. By 1979 we had reduced that to 
886 and the 1984 models have but 624 parts. At the same 
time, we reduced the number of cable tie-points within a 
receiver from 160 to 37. Any time you reduce the number of 
parts and the number of cable connection points in any elec- 
tronic product, you are going to make the dealer happier 
because he will have far fewer product failures. The more you 
understand about a product, the better able you are to pinpoint 
problem areas and eliminate those trouble spots.” 

All of that comes with product maturity, or the ability to 
freeze on a ‘basic design’ and then proceed with time to 
reduce the basic design to the minimum number of parts with 
the minimum number of connection points. Cederlund sees 
that coming soon to the TVRO product line. 

While the number of component parts and connection 
points have dropped, so too has the amount of production time 
per unit. The TV set, their biggest volume item at Luxor, 
provides a lesson once again. 

“The 1984 TV receiver has 20 alignment or technician 
touch-up points” notes Cederlund. “The 1979 receiver had 40. 
Now we have reduced the total number of production hours 
per receiver from 7.5 hours in 1973 to 1.7 hours late in 1984; 
even this year alone, we have trimmed 3/10ths of an hour out 
of the production time. 

“The biggest challenge in the next generation of (Luxor) 
satellite TV receivers is to bring those same sort of econo- 
mies to the design. Just as we have learned that product 
reliability increases in TV sets by reducing the parts count and 
consolidating the layout to reduce wire and cable connections, 
so too will that apply to the satellite receiver products.” 

There are ‘two curves’ here working against one another. 
In any early product development, the number of parts re- 
quired to produce the end result is always high. So too are 
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service problems since service-faults and parts-count parallel 
one another. As the production dollars come out of the prod- 
ucts by reducing parts counts and trimming the number of 
hours per produced-unit required in factory creation, dollars 
go up in the field and service pursuit areas. 

“We do not have the luxury of simply throwing out parts, 
and trimming hours per product, and retiring on the ‘savings’ ” 
it is noted. “Rather, as the direct costs come down because 
you learn more about your product(s), the indirect costs 
(associated with supporting the distribution and dealer orga- 
nization) goes up. We might end up saving $10 per unit by 
removing parts, but at the same time that is happening, we are 
adding $10 per unit for the field training and servicing orga- 
nization. There are two separate ‘curves’ here going on at the 
same time and as you bring one down, the other just naturally 
rises. That’s the nature of electronics manufacture and dis- 
tribution in the consumer field.” 


Luxor’s Future 

Contrary to anything and everything Luxor Electronics AB 
had ever done before, they allowed a product of their creation 
to be brought into an entirely new marketplace (i.e. North 
America) without their factory control. The product sold well 
(through the master distributor STS) and created a new 
awareness of consumer innovation in the process. 

It is our judgement that the basic product, the TVRO re- 
ceiver, is sound and that. Luxor personnel in the US and 
Sweden are not only keenly aware of the limitations of the 
earlier-conceived downconverter ‘arrangement but that steps 
have been taken to resolve that problem once and for all (*). 

In visiting with Luxor in Sweden, one has to come away 
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from the Motala facility convinced that there is more here than 
a million square foot facility occupied by 1,500 people who 
happen to like living in central Sweden. Behind the ‘old-world- 
charm’ of the people and the area, there is an interest in 
preserving a 60-plus-year tradition of excellence in the con- 
sumer electronics marketplace. There is a fierce loyalty to the 
quality of the products produced even if that loyalty does not 
jump out and bang you over the head. 

There is no shortage of ‘bright’ and ‘dedicated’ people in 
Motala and there is an even more important ingredient; the 
‘luxury of tradition’ which has taught these people that minor 
bumps and hurdles in the marketplace are not sufficient 
reason to drop out and go away. 

Those doubting Thomases who have watched (perhaps 
with some glee) the misfortunes of Luxor and their former 
importer-distributor STS of Missouri during this past nine 
months will, we suspect, be surprised to find that Luxor’s 
determination to be ‘one of the survivors’ in this field is no less 
today than it appeared to be 12 months ago. 

Everything one sees in Motala dealing with the way Luxor 
handles their design, manufacture, sales and service in fields 
as diverse as home electronics and business computers sug- 
gests that Luxor is a ‘long term player’ with the stability and 
resources to stick with a product and field until they have 
everything running smoothly. Those who read anything else 
from Luxor activities in North America are, we suggest, not 
getting the ‘full picture.’ 


*/ Luxor receivers now being distributed in Canada have 
recently switched to a new downconverter package being 
manufactured in Canada. 
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PIONEER’S PIONEER: 
JOHN RAMSEY of 


SAT-TEC 


RECEIVER Pioneer 

The very first TVRO receivers to be offered to the home or 
consumer industry were manufactured using designs largely 
‘borrowed’ from existing technology. In the fall of 1979, receiv- 
er designer H. Paul Shuch had created a double conversion 
receiver which he licensed to ICM (International Crystal Manu- 
facturing Company). The Shuch receiver had been designed 
around ‘modules’ which approached the first conversion, high 
IF, second conversion and 70 MHz IF as separate functions. 
That basic receiver design would last approximately one year 
until ultimately ICM would switch to a Taylor Howard design 
to get around the relatively expensive modular approach of 
Shuch. 

Andy Hatfield, meanwhile, was building his first AVCOM 
receivers and his technology stemmed from earlier work done 
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ONCE THEY SHARED/ John Ramsey (right) with Taylor Howard at 


SPTS 80 in San Jose. Ramsey told the group “We hope to be able 
to gear up to 200 TVRO receivers per month... .”. 


by receiver suppliers such as Scientific-Atlanta and Micro- 
dyne. Hatfield had made an effort to reduce the parts count 
and receiver complexity and because of his success in doing 
this he had been able to come out with a receiver several 
thousand dollars lower than the commercial models. 

At about that same time an engineer with Harris named 
Clyde Washburn had designed his own double conversion 
receiver. Washburn was a designer and not a manufacturer 
and he had found a firm in the suburbs of Rochester to do the 
actual receiver production. The firm was Ramsey Electron- 
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ics and it was headed up by John Ramsey. 

All three receivers (initial ICM, AVCOM and Washburn) 
shared one common trait; they had taken the ‘semi-elegant’ 
approach to design and all had substantial parts counts; even 
after their designers had attempted to reduce the parts count 
(and therefore costs) from the existing commercial units. John 
Ramsey came into this scene as a contractor to build the 
Washburn receivers but in his own mind he had an entirely 
different approach to TVRO receivers. 

Ramsey had been packaging electronic kits and assem- 
bled units largely for the amateur radio (‘ham’) market for 
many years. One does not compete in that particular market, 
successfully, by placing large price tags on equipment. Itis the 
nature of the ham (‘do-it-yourself’) market that if a product 
costs very much more than the ‘raw parts cost,’ the market will 
simply ‘do-it-themselves’ rather than buy the completed prod- 
ucts. John had learned this lesson early and he brought that 
same discipline to his own TVRO receiver design. 

The Washburn contract was possibly ‘doomed’ from the 
beginning; Clyde had his concept of how the product should 
go together and function, and John had his concept. John 
recalls that the closer they came to releasing the first of the 
Washburn units the more ‘changes’ Clyde wanted incorpo- 
rated into the product. Ultimately, the two would ‘part com- 
pany’ and Washburn would take his receiver to Cincinnati 
Microwave where it has been produced consistently from 
virtually the first production models to the present time. 

Freed of the Washburn contract, that allowed Ramsey to 
introduce his own receiver design. John’s approach to a 
TVRO receiver was far more ‘basic’ than others in the market- 
place at the time. His approach reduced the parts count by 
50% or more, and this brought the price down. He began 
advertising a $995 price tag in June of 1980 while others were 
still in the $1995 region. One of the immediate effects of this 
was that ICM shifted from their Shuch design to a new Taylor 
Howard design and within a month of the initial Ramsey (i.e. 
Sat-Tec) announcement, ICM would also have a basic receiv- 
er at the $995 price point. 


Ramsey refused to accept the popular belief that a single 
conversion receiver (introduced shortly after his $995 model) 
was in fact ‘that much cheaper to produce. He continued with 
the double conversion design, finding ways to reduce costs in 
it and not willing to accept the single-conversion trade-offs that 
others were eagerly adopting. He would eventually end up 
being able to build double conversion receivers for virtually the 
same dollar costs in parts and labor as the simplified single 
conversion units. ‘ 

This was an era when receiver designers, that handful of 
people who had the necessary skills and talents to design 
TVRO receivers from scratch, freely conversed with one 
another exchanging information openly. It is therefore difficult 
to determine whether it was John Ramsey or Taylor Howard 
who first conceived and then made work something called 
‘divide-by-two.’ This was a technique to make the popular 
phase lock loop demodulator work more efficiently than it 
would left alone. The PLL device, by then the near-unanimous 
choice of receiver designers for the demodulator (IF to video) 
‘conversion,’ was not always reliable with a 70 MHz ‘center 
frequency.’ The PLL ICs varied in quality from_one to another 
such that one worked fine and the next one worked not-so- 
fine. The result was pictures that were good on one receiver, 
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FREE 11 x 14” ‘Pioneer Poster’ prints/ see page 48. 


and pictures that were grainy on the next. Ramsey and Ho- 
ward both correctly surmised that if the IF could be lowered, so 
the PLL was not having to ‘work so hard’ at such a ‘high 
frequency’ (i.e. 70 MHz center), that variable would be elimi- 
nated. 

Out of this free exchange of analysis between Howard and 
Ramsey came the divide by two approach; the 70 MHz IF 
signal was amplified and filtered and then electronically ‘di- 
vided in half’ (i.e. by 2). That resulted in anew IF at35 MHz (70 
/ 2). Now the PLL could function more effectively and the 
variation they found from one receiver to another was elimin- 
ated since even the lowest-grade PLLs seemed to work prop- 
erly at 35 MHz. 

This technique found its way into both Sat-Tec and ICM 
receivers at about the same time in the fall of 1980, and pretty 
soon most of the other receiver manufacturers were using the 
same technology. 


Ramsey’s Sat-Tec remains a viable, growing business 
today, some five years after he first sat down with Clyde 
Washburn to figure out how the Washburn (Earth Terminals) 
receiver could be placed into production for the home TVRO 
market. Sat-Tec receivers remain the most ‘cost effective’ 
units in the marketplace, and they are often targets for off- 
shore receiver copiers who have no or few talents of their own 
for receiver designing. John Ramsey, and wife Judi, have 
maintained their position in the industry by not losing sight of 
John’s ultimate goal; a receiver that uses $10 in parts and 
costs perhaps $50 in the marketplace. With each new adv- 
ance in ‘component part’ technology, and with the wisdom of 
having spent five years designing and redesigning TVRO 
receivers over and over again, he gets a little closer. 

For his constant vigil in keeping the pressure up on the 
pricing of receiver units, John Ramsey becomes one of the 
“Pioneer's Pioneers” in our industry. 
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ONE OPPORTUNITY TO COLLECT ALL SEVEN 
‘“PIONEER’S PIONEER LITHO PRINTS” 
AVAILABLE TO DATE! 


HAPPY NEW YEAR 

This is an opportunity to complete one simple-form to request shipment for ALL SEVEN of the TVRO 
industry Pioneer Litho Prints issued to date. You will receive 11 by 14 (inch) Litho Prints for Pioneers Robert 
Coleman, Robert Taggart, Richard L. Brown, Taylor Howard, David Barker, David Brough and John 
Ramsey. There is no charge for these handsome and valuable prints. However, only 1,000 of these prints have 
been prepared and when the initial supply is depleted, no new prints will be issued! 

These “Pioneer’s Pioneer” Litho Prints make excellent wall decoration items for your TVRO dealership 
showroom or office. Each tells a ‘story’ about a man who has contributed in some major way to the development 
of home TVRO, its technology or legal status. Each of the seven Pioneers to date was present at the ‘TVRO Fifth 
Birthday Party’ in Nashville on September 3rd to receive his handsome award and to be recognized by his 
industry for his outstanding achievements. (CSD offers a full-production-quality two hour VHS format videotape 
covering this awards ceremony; see page 71 here.) 

There is no charge for these prints; they are available to you courtesy of CSD Magazine and Boman 
Industries and all you must do to receive your own set of seven prints is to complete the form here! 


SIMPLE Rules 
Complete the form below, filling in your name and mailing address. Answer this month's survey questions 
and send off to the Boman Industries address shown below. Send no money; there is no charge nor 
obligation for these prints. 
1) From your vantage point within the industry, how would you rate the month of December for sales 
activity, versus December 1983? — $$. 
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2) What SINGLE concept or marketing effort do you believe will have the GREATEST influence on 
market growth during 1985? 


3) Do you plan to attend the March 31/April 1-2 SPACE/STTI show in Las Vegas this year? 


YOUR NAME/address 


_____ Send me at no charge all seven of the TVRO industry “Pioneer's Pioneer” Litho Prints issued to date. 
OR 


_____ SEND ME ONLY John Ramsey; | already have Coleman, Taggart, Brown, Howard, Barker and Brough. 
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Birthday Party 
BOMAN INDUSTRIES 
9300 Hall Road 
Downey, California 
90241 


NOTE: This offer expires on January 31, 1985. 
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You certainly don't waste money designing the master plugs from scratch, by computer, like 
Odom does. Or hand-layering the fiberglass and resins, like Odom does. And why gotoallthe 
trouble of flame-spraying a reflective layer of molten zinc, when you can just sandwich in 
some aluminum mesh? 

Your customers can tell you why. Because they'll see the difference. Not by looking at the 
antenna, but by looking at their TV sets. 
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TRANSPONDER 
WATCH 


ESPN began dual-feeding on G1 (TR9) December and will even- 
tually phase out F3R feed. MTV and Lifeline are only major cable 
services remaining exclusively on F3R. 


BORESIGHT is latest television program created for and beamed 
to TVRO dealers. Program has 52 week contract to utilize TR16, F4 at 
9PM eastern Thursdays; runs one hour. Producers were all over 
Dallas show taping material which should keep them interesting for 


next few months. 
DALLAS KTVT moved from TR21 on F4 to COMSTAR D4, TR22, 


effective the middle of December. United Video, uplinker for KTVT, is 
eyeing possibility of other services on D4 as well. 

SOVIET tests using 14 west location at 1 1 GHz part of master plan 
to create national three-channel network for distribution of television 
programming in 11 GHz assignment. CSD reported reception of 11 
GHz test signals in December 1st issue. 

WHILE TVRO sales during September were not breaking any 
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SATELLITES 


Send your reports to CSD Transponder Watch, P.O. Box 100858, Ft 
Lauderdale, FL 33310. For late news. call (305) 771-0505 


records, home video industry saw month as ‘best ever’ with color TV 
sets up 11.4% over any previous month. During last week of Septem- 
ber, VCR sales came close to 300,000 units for highest single week in 


VCR history. 


JAPAN plans 1987-8 launch of ‘mobile satellite’ allowing com- 
munications between car-vehicle or hand-held transceivers in 1.5/1.6 
GHz band as well as inter-connection to fixed stations and terrestrial 


telephone circuits. 


FCC report on video transponder loading (ie. use) for most recent 
quarter of 1984 shows decline in percentage of transponders in use 
for video. This was prior to activation of T302, Galaxy 2 and Spacenet 
2 birds which when added to study in next quarterly report will further 
depress ‘video statistics.’ On other side of coin, there was marginal 
increase in transponders in use for non-video (ie. SCPC) carriage. 
Basic concern is that transponder ‘glut’ continues to grow while user 


requirements seems to have temporarily ‘flat-topped.’ 


TURNER’s Cable Music Channel (TR18, G1) may have set record 


With DX you don’t have to invent solutions. DX designed a system. 
Not just a receiver. All the accessory equipment is DX too. Starting 
with block downconversion, DX has led in development of top quality 
at moderate prices. Because of DX outstanding performance and 
unbelievable reliability, Donley has sold thousands. We now 
enthusiastically add the new DSB-600 and DSB-700 as we introduce 
our new residential division. 


CALL US. YOU'LL BE GLAD YOU DID 
(713) 956-2984 


Houston, TX 77092 
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for shortest life from a major service. CMC shut down December 1 
after just over one month of service citing failure to attract sufficient 
cable systems for service as reason. MTV involved in shut-down, 
acquiring certain Turner assets and agreeing to promote themselves 
on Turner channels in future. 

GTE Spacenet 2, now located at 69 west, is probably capable of 
being received in Europe but observers won't find regular video there; 
bird is largely under contract for ‘Sprint’ communications network. 

CHINESE satellite system now out for bid; it will have two Ku TV 
channels on pair of birds with 230 watt TWTA output stages using 
single beam to cover full country. Chinese hold Ariane launch reserva- 
tions for 1987 and 1988. 

SPACE negotiations with three newspapers (Los Angeles 
Times, Honolulu Advertiser and Honolulu Star Bulletin) paid off; 
all three had denied use of their pages to ‘home TVRO system sellers’ 
prior to negotiated SPACE settlement. 

SENATOR Barry Goldwater, fresh from ‘victory’ this past fall in 
getting consumer TVROs ‘legal,’ will now introduce legislation aimed at 
settling city by city zoning squabbles. Goldwater plans ‘uniform zon- 
ing’ law which would apply to all cities; bill is scheduled for introduction 
in Senate shortly after Congress opens. 

RETURN to earth of rescued Palapa B and Westar 6 satellites 
dramatic example of ‘Shuttle worth.’ Birds are now being repaired and 
retrofitted for possible re-use. Insurance carriers own them; future 
owners not yet determined. Insurance firms paid out $180M when 
both birds failed to achieve Clarke Orbit and may recover $60M total 
when birds are re-sold. 

NBC may step-up date to abandon F1R network feed (TR8) after 
recent analysis of performance of new Ku band terminals operating at 
more than 100 affiliates. Network recently suggested ‘second quarter 
1985’ shut-down for TR8 feed on C band. 

VIDEOconferencing is latest ‘darling’ of satellite business specu- 
lators; with special emphasis on small, transportable Ku band sys- 
tems. Latest statistics show significant increases in use of technique 
during 1984 with far greater networking likely in 1985 and beyond. 
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Possible diminished use of 4 GHz for videoconferencing is suggested, 
making future transportable system operators more likely to be Ku 
rather than C band equipped. 

ANIK C-2, currently the home for USCI service on Ku band at 104 
west, will move to 110 west when USCI completes contract use of 
Canadian bird. STC meanwhile planned use of 110 west itself (at 
different 12 GHz rather than present 11 GHz C-2 frequency) for direct 
broadcast service. 

HBO dropped around 100 employees plus 3% of its viewing 
homes (1984 versus 1983) in recently released announcements. First 
100 VC2C descramblers delivered to HBO during December are now 
largely in field undergoing testing. TR21 of G1 has been used for VC2 
scrambler tests since late in November; video appears ‘similar’ to Oak 
Orion system while audio is ‘gone’ in digital-enclosed format. 


BALTIMORE battle between TVRO sellers and City Council, over 
proposed city ordinance to limit dish antennas to three or four foot 
maximum, becoming ‘training ground’ for lawyers interested in future 
of satellite communications. SPACE efforts have turned controversy 
into ‘watershed’ event and if SPACE wins this one, many other muni- 
cipal barriers are likely to ‘fall.’ 

FEDERAL Express has applied to FCC to interconnect via London 
with Europe for the satellite transmission of facsimile date (static 
documents reproduced electronically at a distant point). Firm expects 
to serve Belgium and most of western Europe at end of second year. 

JAPAN suggests that by 1991, it will be ready to launch ‘super 
satellite’ capable of 60 to 70 transponders with up to 100,000 tele- 
phone/data circuits. The large 2 ton-plus vehicles would use switch- 
able (at satellite) beams, all frequency bands from 4 to 30 GHz, and be 
capable of serving dishes down to under 1 foot in diameter. 

HARRIS has gotten out of direct antenna manufacture, selling its 
Kilgore, Texas satellite antenna plant to management, as Vertex 
Communications. Harris will continue to market Vertex dishes, under 
Harris name, but Vertex will also offer product line to others as well. 
There has been marginal use of Harris ‘Delta-Gain’ TVRO antenna in 
consumer and SMATV field. 


THE HIDDEN SIGNALS ON SATELLITE TV 
“THE SECRET SIGNALS ON THE BIRDS” 


TUNE THE 


ON SATELLITE TY 


m@ Commodity News Services 
@ Radio Channels — Networks 


nN ¢ A Technical Book Covering the Reception of: 
Hidden Signals m Stereo Subcarriers 


@ Telephone Channels 

@ World News Services 

@ Audio Subcarriers 

Se < B@ Teleprinter News — Press 


@ Stock Market Reports 

@ Teletext (VBI) 

@ All Single Channel Per Carrier 
Services (SCPC) 

@ Multiplex Data Channels 
Plus Many Other “Hidden 
Services” 


NEW “SECRET SIGNALS” BOOK 


Acomplete work covering the Hidden Services, the systems, the equipment, 


CARRIER 
* MULTIPLEX DATA CHANNELS 
PLUS MANY OTHER 
“HIDDEN” SERVICES 


how these services are used, how these services can be utilized, what they 
mean to our field. This book for information use only. Not to be used for the 


reception of unauthorized signals or pay services. 


"THE SECRET SIGNALS ON THE SATELLITES” 
BY THOMAS P. HARRINGTON AND ROBERT B: COOPER JR 


Dealer Member 


FASPACE 


Visa and MasterCard Welcome S 1 4.95 plus $1.75 for shipping & handling. 


CSD READER SERVICE, P.O. Box 100858 
Fort Lauderdale, FL. 33310; 305/771-0505 
Dealer Inquiries Invited 


PAGE 52/CSD/1-85 


EUROPEAN Grundigis establishing VHS VCR plantin China after 
having earlier licensed Chinese firm to build television receivers. Long 
term effects include possibility that China will one day be competitor in 
export market with Japan for consumer electronic goods. 

BROOKS) ‘The Satellite Store’ outlets should ‘average’ $500,000 
in retail sales each per year according to company data. Franchise fee 
is $25,000, with $5,000 per year paid for five years. Two percent of 
gross income goes to national advertising account, 5% to franchisor. 
Stores will ultimately sell ‘private-labeled’ TVRO terminals with Pana- 
sonic C band receiver systems possible stock item along with Hitachi 
VCRs, projection TVs and related video products. 

SHIPPING COSTS for 10 or 12 foot screen mesh TVRO dishes, 
packed in containers in Korea, under $20 each with delivery on either 
east or west coasts. Several US antenna suppliers are carefully 
studying possible Korean suppliers for consumer TVRO ‘mesh 
antennas.’ 

FEBRUARY 8th is scheduled launch period for first of Arabsat 
birds; second was scheduled for May but will probably be delayed. 
May date also scheduled launch period for Mexican ‘Morelos A’ (first 
of Mexico’s domestic birds) and Comsat/ATT Telstar 3D (T303 after 
launch) bird. 2) 
USSSI bird will locate at 122 west while SBS-5 will be at 124 west. 
USSSI wants to contract with Federal Express for ZapMail service and 
higher power requested would improve ‘margins’ for ZapMail receive 
terminals. Prior plans had been for 20 watt transponders. 

CORONET, the Luxembourg ‘paper company’ trying to put 
together a Ku band ‘open access’ delivery system for European cable 
and private terminal viewing, moved small steps closer to actuality 

with commitment from Swedish group to option a pair of transponders. 
Coronet still long ways from hard plans, or funding required. 

BRAZILIAN Embratel facing launch-insurance rates of 20% of 
cost of bird plus launch, suggesting insurers believe there is 1 chance 
in 5 the launch or bird will fail. Ariane will launch, with Arabsat, 
probably around February 8th. 

SPACE wants legislation this year which does following: (1) gives 

home TVROs immediate access to scrambled services, (2) forces 


DESCRAMBLER READY 


Ole) as) SATELLITE DIGEST 


‘reasonable rates’ for scrambled services, (3) bars (prohibits) pre- 
mium service programmers from ‘bundling’ programming (such as 
HBO proposes), thereby causing viewers to take (and pay for) ser- 
vices they do not want, to get those they do want, (4) bars (prohibits) 
cable franchisees from being agents for software (programming) 
inside of their cable service/franchise areas, and, (5) bars any system 
that limits to one (1) the sources for descramblers (such as M/A-Com 
is at present). 

CANADA admits it has at least four years worth of Ku band 
transponder capacity ‘in reserve’ and it badly over-estimated market 
for transponders when planning for present Ku band birds. 

PRESIDENT REAGAN has come out slightly in favor of allowing 
creation of private international satellite systems to provide alternate 
services to Intelsat. However, language of statement defends Intelsat 
right to continue to operate as ‘monopoly’ for such services as data 
and voice (telephone) and severely restricts types of business ven- 
tures private international bird operators could be involved with. Next 
step is up to FCC, or Congress. 

IF Brazil and Arab satellites get off Ariane pad successfully early in 
February, next Ariane scheduled shot is mid-April when Spacenet 3 
and Gstar 1 will go up. 

COMSAT decision to shut down expensive plans for DBS (through 
subsidiary Satellite Television Copany/STC) jarred many planning on 
the market for private 12 GHz terminals. Look for re-analysis by 
Alcoa and others who have been counting on STC to create market for 
hardware in this field during 1985/1986. 

USCI, meanwhile, had planned on being ‘bailed out’ by Comsat/ 
STC. Its 5 channel service limps along on Anik, serving fewer than 
9,000 homes at present and facing shut-down whenever major inves- 
tor, Prudential, tires of losses. 

STATE of Indiana, threatening to shut down TVRO dealer/install- 
ers who have not been certified by state operated examination pro- 
cess, has turned to SPACE for help. State ran into very stiff opposition 
at hearings conducted late in November and wants to find ‘peaceful 
solution’ to problem. TV repair shops, and terrestrial antenna install- 
ers are presently licensed in exam process in Indiana. 


COMMERCIAL RECEIVER 


Scrambled signals will be a reality 
very soon. The SR-4600P is fully 
compatible with all known decoding 
hardware. Don’t get caught with 
obsolete receivers in a few months! 
The SR-4600P is a full featured, top 
quality commercial receiver. Its dual 
conversion process eliminates any 
need of isolators in multiple 
installations. Its 30 MHz IF 


pictures. 


bandwidth and ultra linear wideband 
demodulator deliver brilliant, 
interference free, full bandwidth 


In addition to rock solid stability, the 
SR-4600P features: AFC/AGC with 
defeat switch, screwdriver tuned 
video and audio with center tune 
LED's, audio tuning range of 5 to 9 


MHz, and optional wired remote 
control. Write or call for literature 
today. 


Dealer and distributor inquiries invited. 


ICM VIDEO 

10 NORTH LEE « P.0. BOX 26330 
OKLAHOMA CITY, OK 73126 
(405) 232-5808 


$650 DEALER NET 


AVSAT DISTRIBUTING AVSAT DISTRIBUTING AVSAT DISTRIBUTING 


AV SAT 


DISTRIBUTIN 


AVSAT DISTRIBUTING 
ONILNGIYLSIC LVSAV 


g CARRIES A FULL LINE OF POPULAR BRANDS z 
=| TOSATISFY OUR DEALERS/INSTALLERS EVERY —& 
[ ©NEED. SERVING THE EASTERN UNITED STATES, 2 
: MID-ATLANTIC REGION. a 
fa =RECEIVERS ANTENNAS ACTUATORS FILTERS = 
Gea AUTOMATION TECH. ADM TRACKER LINE AMPLIFIERS Z 
AVCOM DH SATELLITE PROSAT MODULATORS 
UNIDEN HERO CABLE POWER DIVIDERS 
WINEGARD KAUL-TRONICS CONNECTORS AVCOM 
ts 6OLLNA’S STARDISH COAXIAL RELAYS (2, 4, 8 WAY) > 
a AVANTEK UNIDEN DC POWERBLOCKS POWER TRENCHER a 
=§ CALIFORNIA AMP ~—sCWINFGARD FEEDHORNS POST HOLE DIGGER r 
Ey MSE ACCESSORIES  CHAPARRAL STEREO g 
[  UUNIDEN ISOLATORS SEAVEY PROCESSORS ® 
3) WINEGARD AVCOM UNIDEN x 
Ee € 
4 TOLL FREE ORDERLINE 1-800-24AVSAT zZ 
ALL OTHER PHONE COMMUNICATIONS 1-804-794-8800 
O b 
910 SOUTHLAKE BOULEVARD g 
: RICHMOND, VIRGINIA 23236 : 
= 
g : DISTRIBUTOR MEMBER OF S 
: > MEMBER OF ISDA VASPACE Z 


AVSAT DISTRIBUTING AVSAT DISTRIBUTING AVSAT DISTRIBUTING 


PAGE 54/CSD/1-85 


M/A-COM ‘proud’ of receiving order from Showtime/The Movie 
Channel for LinkAbit scrambling system. Showtime suggests third or 
fourth quarter 1985 for installation of encoder/decoder units. M/A- 
Com had been reluctant to ‘turn on’ Puerto Rico production facility for 
VC2C descramblers when only HBO had them on order. Showtime 
order gets M/A-Com over that hurdle. However, there is no common 
agreement by Showtime to offer their service to private TVRO sys- 
tems; yet. 

FRANCE, unpredictable as always, now says it will support a 
variation of British developed MAC (multiplexed analog component) 
scrambling system for satellite transmission. Basic C-MAC system 
devised by UK allowed for independent number of (digital) audio 
channels. France has opted, now, for D2-MAC variant which would 
have four-capable audio channels rather than 8 available in most 
widely recognized version. 

FCC moving step closer to creating ‘Mobile-Sat’ communications 
system; has issued Notice of Proposed Rule Making which is first step 
to authorizing use of special satellite system(s) for communication 
between vehicular or hand held transceivers, via satellite. 

SWISS company, Contraves, asking NASA to take 3.4-4 meter 
‘inflatable’ parabolic antenna into space in upcoming Shuttle mission 
to ‘test.’ In near vacuum found at Shuttle trajectory height, antenna 
would ‘puff up’ under command and stay rigid, Contraves hopes, for 
duration of mission or as permanent antenna for Clarke Orbit satel- 
lites. Primary advantages are light weight, small transport space 
required, and relatively low cost. 

PALAPA B and WESTAR 6 will apparently sell without much 
difficulty; unexpected interest in birds (both C band), largely from 
overseas, reported by insurance carriers representative who is hand- 
ling ‘auctioning off’ of salvaged birds. Hughes performing study at 
present to determine extent of re-work (and expenses) required. 
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COMSAT announcement it was closing down 12 GHz DBS plans 
did not address future of twin-RCA satellites being built for dead-proj- 
ect. Several firms are interested although (six) channel capacity is 
seen as deterrent to many planned uses. 


TESTS have finally pinpointed reason Intelsat V (flight 9) bird 
failed to achieve proper Clarke Orbit last June. Explosive charge, 
separating Atlas and Centaur ‘stages,’ created stresses in liquid Ox- 
ygen tank and 3 inch seam crack opened up. Insurance losses were 
over $100M and next (F-10) launch is postponed until ground testing 
can assure it won't happen again. 

NOW apparent Japan will somehow purchase their first genera- 
tion of ‘private satellites’ from a US supplier although second genera- 
tion is likely to be ‘home grown.’ Several possible scenarios forming . 
including Hughes with Mitsui and C. Itoh (they are trading company 
bringing DX receivers into North America), Ford linked up with Mitsu- 
bishi Electric and RCA in concert with Sony. Decisions likely before 
middle of 1985 but don't be surprised if no C band transponders are 
involved; Japanese opting for Ku or even Ka (20/30 GHz) transpon- 
ders. C band in industrial Japan is virtually impossible in most loca- 
tions because of proliferation of terrestrial microwave links. 

EUROPEAN ‘thinking’ now shifting slowly away from need for high 
power (200 watt up) DBS type Ku band birds in favor of medium power 
(20-50 watt) birds. Improvements in receiving systems largely at work 
here; where in 1979 receiver sensitivity seemed to be limited by high 
front-end noise temperatures, latest breakthroughs in mass produced 
GaAs-FET technology at Ku band making far smaller dishes practical. 

GALAXY is now only place you will find Nashville Network; after 
promising and threatening to shut-down Westar V feed, TNN finally 
did it late in November. 

TED TURNER wants to establish ‘international station’ in Atlanta 
for direct linking, via Intelsat, to Europe and elsewhere. Turner says he 
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wants to go out of USA on 4 GHz, have Intelsat (V) bird cross-strap 
him to 12 GHz, and come down in Europe on 12 GHz. FCC is 
considering request. 

ARTHUR C. CLARKE attended premiere of ‘2010: Space Odys- 
sey I!’ December 6 in Hollywood, preceding by one-day opening of 
movie nationwide. During visit to states, he met with Ted Turner whom 
he described as ‘quite a fellow,’ returning to Sri Lanka on December 
18th. 


EEE 


COOP’ continues from page 6 


business forever. Jimmy Long simply supplies a conduit through 
which the overstocked, the slow to move, and the downright junk can 
be flushed. If you lived on a farm and you had aseptic tank, you'd be in 
a world of hurt if somebody wasn't willing to come along and empty 
your tank every now and again! 

On the other hand (you knew there'd be one; right?) if you were 
operating a video specialty store handling say Panasonic VCRs and 
you walked into K-Mart one day and found K-Mart discounting your 
‘name brand’ VCRs, then as a video specialty store retailer, you'd 
rightfully be ticked off. If you determined that Panasonic was not 
discontinuing the VCRs discounted in K-Mart, but was selling to 
K-Mart in huge volume at prices you could not touch yourself, then 
you would naturally be a bit angry with Panasonic. It would probably 
not even occur to you to be mad at K-Mart. 

Not everything Jimmy Long sells is being discontinued. 
Some of the bits and pieces he sells to make up a complete system he 
buys on the open market just like you do; only he buys in the largest 
possible quantities in this industry because he is the largest volume 
mover of merchandise in our industry. Sure he gets better prices. 

Most bits and pieces in a complete TVRO system are invisible. The 
LNA, for example, is virtually non-descript at the consumer level. But 
there are two parts of every system which the customer can identify by 
brand or model number; the antenna, and, the receiver. If Jimmy is 
handling a particular brand or model of antenna and he is discounting 
that product to levels you find difficult to compete with, where does it 


Ole) as) SATELLITE DIGEST 


say that you have to continue handling that brand of antenna? Any 
antenna brand you can find at Long's is seldom the ‘best in its class’ in 
our industry. There are numerous options open to you, as a dealer; 
antennas that work just as well or better, antennas which offer fea- 
tures and advantages you can tell your customer about when ‘down- 
selling’ products available from Long's. 

As the editor for Video Store wrote, “the moment a retailer 
confuses. . . specialist or volume discounter. . . he is tampering 
with his ability to continue in the marketplace.” You are selling 
knowledge, service and expertise. That's one of the primary reasons 
why you pay $75 a year to receive CSD 24 times per year; because we 
help you ‘fine-tune’ your knowledge, your expertise and hopefully your 
service. 

Yelling loudly about discounters such as Long's will not make them 
go away. They, truly, are notin the same business you are in. To stay 
in business, you must sharpen your own skills and fine-tune your own 
perception of what it is you sell. Concentrate on selling service, 
knowledge and expertise and let Long concentrate on emptying peo- 
ple’s overstocked warehouses. There's room, and need, for both in 
our industry. 

Cable Television Business recently focused on the home TVRO 
field and how it relates to the cable television business. In a well 
written three page piece (November 01) they talked about how cable 
systems can be better businesses if they will change their perception 
of what it is they do. The cable system operators have developed just 
the opposite problem which Video Store wrote about; they have 
become such narrowly defined ‘specialty stores’ that they have been 
unable to focus on the real product they are selling; entertainment. 

Modern cable management personnel are so brain and technique- 
washed that they believe the ONLY way people should get multiple 
choices of entertainment and education is through a piece of coaxial 
cable. Business tried to point out to their readers that the consumer of 
entertainment and information is not nearly as enamored with ‘the 
cable’ as they are, and that given another choice of how they would 
receive their entertainment and information, the consumer would not 
hesitate for a minute to ‘change’ if the factors were right. 
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Business reported on two different approaches to serving ‘rural 
America’ with multiple program choices. They accepted that once you 
leave the density of a town or city, there was no cost effective way to 
keep stretching cable lines into rural areas. One solution they offered 
was to treat small, isolated communities within their francise service 
regions as ‘SMATV’ systems. They reported on one cable operator in 
rural Georgia who had built a cable system to serve a 387 home 
‘community’ using a 90 foot telephone pole to support his local (off-air) 
TV antennas and a couple of consumer-grade TVRO antennas (and 
electronics) to bring in off-bird signals; including a pair of premium 
channels. He found that he could wire together a 12 channel cable 
system in this way and serve those 60% of the homes that finally 
signed up for the 12 channel service for about $350 capital construc- 
tion dollars per home. His system is averaging $19 per month revenue 
from those homes so in 18.5 months ($350 divided by $19) the 
operator has all of his capital investment back less his operating 
expenses along the way. That's not bad cash flow for a cable system. 


Business also reported on a different approach taken by a cable 
operator in New York. The cable operator here has 35 separate cable 
franchises but the total number of homes in those 35 ‘franchise areas’ 
only numbers 14,000. He has done the prudent thing in building his 
cable systems; he wires up those areas where plenty of people live, 
first, and then over the years he has putin ‘line extensions’ to pick up a 
half dozen homes here and ten there as the systems have grown. Still, 
there are many homes still unserved because he cannot afford to run 
his cable lines out two miles to pick up four homes. 

His answer was to become a Channel Master TVRO dealer. He 
did this, he said, after ‘being bombarded with complaints from several 
of the 35 franchise authorities he serves.’ In effect, the franchising 
authorities were telling this man ‘serve these people or turn in your 
permit.’ The cable operator was caught between a rock and a hard 
place. TVROs are helping save his skin, and his pocketbook. 

Selling Channel Master TVROs was approached by this cable 
operator as a defensive move. Prior to selling TVROs, he had to face 
down a belligerent non-subscriber who was irate because the cable 
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lines did not extend to their home. Now he uses the TVRO system asa 
‘substitute’ for cable extension. When the non-subscriber gets loud 
and threatens to ‘go to the city council’ to complain, the cable operator 
offers them an alternative. For $3,000 and some change, they can 
have ‘their own cable system; a TVRO. He has found quite a few 
‘takers’ and it works because rural people already understand that 
running cable into their lightly populated areas is going to cost them far 
more than it costs ‘in town’ to hook up to the cable. In the cable 
business, a ‘private line extension’ (ie. extending a cable line beyond 
its normal route-end to serve one home) runs in the $4,000 to $6,000 
per mile region. Thus, at $3,000 (and change) for a home TVRO, 
anybody more than say 2,500 feet from the nearest cable-end is better 
off (in dollars) with a TVRO than he would be with a dedicated cable 
extension. Plus, as we all know, the TVRO gets them four or five 
times as many ‘service channels’ as does the cable extension. 

Ofcourse the very nature of our business is changing very rapidly. 
HBO has been telling cable affiliates that they should be in the TVRO 
business, selling HBO (and other) services. HBO personnel try to 
explain to cable personnel that it is ‘NOT the cable’ that sells; ‘itis the 
PROGRAMMING. Or, how the stuff gets on the screen is only of small 
interest to the viewer. 

Perhaps, for right now, we should all be glad that cable operators 
like the guy Business writes about in New York state are a rare breed 
of cable operator. Suppose all of the cable firms thought like he did, 
and all of the cable firms had showrooms filled with TVRO equipment? 
How would you like to be competing with that! 

The cable operators have a reputation (good, bad or indifferent) in 
each community as ‘the TV guys.’ They sell the very stuff that Video 
Store describes as key ingredients of a specialty store; knowledge 
and service. They may be thin on knowledge in our field (for which we 
can be grateful) and thin on service because of their own management 
ineptness (for which we can also be grateful), but they are ‘the 
experts’ nonetheless in every community they operate. Right now, in 
our own young state of growth, they could be stiff competition at the 
local level. 

As a dealer, you need to identify things you can do in your own 
community to create for yourself the image which cable guys now win 
be default. You need to make your store more than just simply a 
display room for space age electronics. You need to be involved in 
every possible aspect of your community where ‘space age com- 
munications’ can solve some need. 

This means that your store needs to be the focal point for every 
aspect of satellite communications. Your store should be the local 
‘Young Astronaut Program’ headquarters (see CSD/2 for Novem- 
ber 15 and December 15). Your store should willingly stay open long 
hours to feature special event displays on the ‘big screen’ of some- 
thing of interest to a local group (the weekly and monthly guides are 
filled with such opportunities). Make people know that you know all 
there is to know about satellite communications. Make people know 
you are there as a major contributor to entertainment and education in 
your community and you will never have to worry about whether 
Jimmy Long has dropped his antenna prices $50 or whether the cable 
company is appearing at yet another city council meeting to answer a 
complaint that they won't serve farmer Brown. 

There has never been a better opportunity than the one you have 
before you. Be smart enough, and work hard enough, to realize your 
own goals and your own ambitions in 1985. 


SPACE Dealer Progress 

As | reported in CSD/2 for December 15th, the SPACE ‘dealer 
group’ appears to really have ‘their act together.’ What | see happen- 
ing here is a core group of perhaps 8 getting very much involved in the 
SPACE Dealer Board activities and another group of twenty or so 
ready, willing and able to do anything they can to get the dealer 
program off the ground. 

It is difficult to access what they have done to date because the 
group is so new that we shouldn't be expecting results so soon. Still, 
there are signs and I'll share them with you. 

The election of officers for the Dealer Board involved nominating 
people from the Dealer Board who in turn had been nominated to the 
dealer board this past August. The Dealer Board ends up with 19 
members, but it has been structured so that virtually any dealer- 
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CSD’s ‘Fifth-Birthday-TVRO’ issue (October 
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trials and tribulations and the big events that 
shaped and created an industry which many be- 
lieve will become the-number-one consumer 
electronics industry of the late 1980's and 1990s! If 
you want all of the important facts, and an easy to 
use industry reference book, this special CSD 
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worldwide. 
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member can participate in both the board meetings and the projects of 
the dealer board. One of the primary concerns of the dealer board is 
‘how do we raise money to pursue our projects?’. The present SPACE 
dealer membership fee is $95 per year. That amount should stop no 
‘real dealer’ from joining. The $95 per year goes to the parent SPACE 
organization where some of it then trickles back down to the dealer 
board. A substantial part of the $95 per year goes towards paying the 
costs of producing the ‘Inside SPACE’ weekly newsletter and the 
SATVISION (monthly) publications. 

It surprised some that more than half of the $95 per year is 
allocated to these two publications. Anyone from the publishing busi- 
ness could have warned SPACE (and probably did) that grinding outa 
weekly newsletter or a monthly SATVISION was a sure-fire way to eat 
up a big bunch of money in a hurry. Ultimately, there may be a better 
way to keep SPACE members informed of SPACE activities, even 
better than weekly; but that is getting ahead of the present state of 
technology and the industry. 

Right after the concern about funding came the concern about 
the present SPACE ‘Dealer Training/Certification Program.’ The deal- 
ers were focusing on what they felt were the disappointments of the 
courses to date, but at that point had heard only the original Nashville 
sessions and had no way of knowing that overall the trend was to 
better course structure at the Dallas show. | heard the same com- 
plaints | heard after the Nashville show; the courses were too basic, or, 
the courses were too far above the heads of the real neophyte dealer. 
Chuck Hewitt told the Dealer Board “Because | hear about an 
equal number of complaints for both directions, | am assuming 
that we are probably right about where we should be; in the 
middle.” He also suggested that ultimately, perhaps SPACE would 
have to field a pair of totally different courses; one set for the estab- 
lished (and therefore ‘knowledgeable’) dealer and one for the new or 
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‘novice’ dealer. 

(I talked with Bob Luly about this during the Dallas show. Bob’s 
opinion was that the biggest problem in the dealer training at the 
moment was to find ‘skilled teachers.’ He reported that his experience 
had been those who really understand their subjects well are unable to 
communicate effectively, while those who are at ease before a crowd 
and able to carry off an interesting explanation of the subject usually 
are not well enough versed on any given subject to handle questions 
from the floor or ‘deviations’ from the prepared course outline. | 
suggested to Bob, who was somewhat ‘down’ after hearing the com- 
plaints, that given time this would probably straighten itself out; we 
have raised an industry of innovators, not educators, and it will take a 
few more sessions before the educators rise to the top of the pile.) 

The dealers were especially interested in the ‘fall-out’ from the 
recent M/A-Com - HBO - (scrambling) problems. They were briefed, in 
depth, on the status of the HBO scrambling system and the failure (to 
that time) of M/A-Com to deliver any meaningful number of cable 
(VC2C) descramblers to HBO for test. They were especially angry 
over the M/A-Com mailer tactics (see CSD/2 for November 15th) and 
voiced disapproval of any supplier who attempted to capitalize on the 
uncertainty of the scrambling situation in this manner. |dida 15 minute 
monologue on the subject for them and perhaps you have seen 
excerpts of this on ‘Boresight’ in the interim. | really didn’t realize the 
‘Boresight’ camera was running until | was finished since the subject 
was one of those “Please don’t quote me .. . but. . .” topics. | later 
asked Shaun Kenny of ‘Boresight’ to check with me before using any 
of that material, and as November gave way to December approved 
‘Boresight’ using some one-line excerpts from my monologue. | said 
nothing that wasn’t explained in considerable detail in our December 

1st edition of CSD and at that point saw no reason for it not to also be 
‘on the tube.’ Of course HBO would probably not agree with that 
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decision. 


One of the things | did notice about the Dealer Board group is 
that they circled their wagon train at the ‘big board meeting’ the 
following night and sat bunched together at one corner of the massive 
50 person table. | can’t blame them for starting out that way; afterall, 
they had no way of knowing what to expect at a ‘big board meeting’ 
and you also saw many of the distributors ‘bunched together’ and 
many of the OEMs ‘bunched together.’ There is safety in numbers. By 
being all together, this allowed them to ‘caucus’ as a group on all of 
the votes before the voting was done. The end result was that they 
voted as a group more often than not and I suspect that at least some 
of the votes (and elections to the ‘big board posts’) came out differently 
than had the dealers been scattered where they could not ‘caucus’ 
before each vote. Eight people voting in a 40 vote election is not 
enough to tip any scales, under normal circumstances, but when all 8 
vote together it can (and did) make a difference. Now that they have 
their feet wet, | wouldn't be surprised to see them ‘split up’ to position 
themselves throughout the ‘big board’ crowd in future meetings. 


If the future of this industry will lie with the dealers, we have what | 
perceive to be an excellent group of dealers presently serving on the 
SPACE Dealer Board. The only thing they have to watch out for is to 
avoid becoming a new ‘clique’ to themselves, intentionally or other- 
wise shutting out the outstretched hands of support and knowledge 
which those who are not on the board have to offer. The present 
leadership group is on the right track; now they need to work harder at 
bringing more people into the ‘group’ so that it doesn’t turn into another 
strata of industry politics. 


CHUCK HEWITT and | tally the votes for the SPACE Dealer Board 
on a hastily-arranged ‘tote board.’ 


BIG BOARD Impressions 

Our report on the Dallas STTI show and the companion meeting 
(and election) of new SPACE leaders in 1985 appeared in our CSD/2 
for December 15th. | will not repeat the report here except to note that 
for those international readers who do not receive CSD/2, the new 
officers for 1985 are: 

1) Chairman/ Taylor Howard 

2) President/ Bud Ross (Birdview Satellite Communications) 

3) Treasurer/ David Johnson (Paradigm Mfg. Co.) 

4) Secretary/ Ted Anderson (Automation Techniques) 

Individually, these are all fine, bright, dedicated people. As a 
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group, they should form the most dynamic and best balanced quartet 
of SPACE leaders the industry has seen to date. Taylor Howard is a 
past-master at negotiation and if anyone can direct our industry to new 
successes during a transition year, it is Tay. 

| was expecting the M/A-Com representative to the Board, Phil 
Cox, to show up with M/A-Com CEO Jim Bunker as a traveling 
companion. Bunker had told me prior to the show that because of the 
‘furor’ over the M/A-Com promotional mailings (see CSD/2 for 
November 15th), he thought he should rearrange his schedule to 
attend the Dallas gathering. He was scheduled to be at a M/A-Com 
North Carolina facility on Sunday the 18th and perhaps it was just as 
well that he did not try to accompany Phil since the marathon meeting 
of the ‘big board’ did not wrap-up until well after 1 AM on the 18th. 
Bunker would have had a dreary trip to North Carolina. 

Prior to the Board meeting, all of the ‘hallway talk’ | heard centered 
around the M/A-Com mailing. Tempers had cooled somewhat in the 
interim days just prior to Dallas, and those who had been talking 
openly about calling for Cox’s resignation from his newly elected 
board seat had backed off. That sounded good to me; Cox didn't have 
to show up, but he did, and that told me something (good) about the 
man. Hey, we all make mistakes! 

It didn’t take long for the ‘old guard’ and the ‘newcomers’ to get into 
it at the board meeting. Outgoing President Peter Dalton, running the 
meeting, wanted to change the agenda that had been prepared in 
advance; moving the election of new officers to the front of the 
meeting rather than the rear. The agenda clearly stated that the 
elections were ‘at the end’ because it was felt that by forcing the full 
board to work their way through the agenda, first, the newcomers and 
the old timers would have a better opportunity to judge the skills and 
abilities of those who were qualified to run. 

Dalton was well down the road to changing the agenda when two 
people in the new group spoke out against what was happening. Hans 
Giner (Luxor) and Doug Dehnert (USS) both questioned the agenda 
change and from that came a substantial debate about the importance 
of both following the agenda and the wisdom of giving everyone there 
the opportunity to judge the abilities of those who were qualified to run. 
The new group ‘won’ on a vote and that set the tone for the meeting. 

HBO was scheduled to address the board but not until Monday 
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Recently, a glossy brochure was published and distributed to the 
trade, warning of “imminent scrambling". While I'm not sure of the 
purpose of this brochure, I'd like to clear up a couple of things: 


1. Scrambling is Probably Not Imminent - While anything is possible, 
insiders I know feel that it is extremely unlikely that HBO et. all 


will be able to scramble in 1985. 
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3. HBO has assured us that MA/COM will not have a monopoly on decoder 
supply. 


Summary: If and when HBO or other services scramble, Lowrance is ready. 


ONE OEM REACTION’ to the M/A-Com mailer was this announce- 
ment prepared by Lowrance. It says that users of Lowrance re- 
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handle an external descrambler interface; if, and when, scram- 
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morning. HBO had requested that their ‘session’ with the board be 
without any press present and of course that only heightened the 
speculation that some substantial, new, information was going to be 
passed to the board from Home Box. As we reported in CSD/2 for 
December 15th, this was not the case and it would later turn out that 
the HBO presentation was more than a disappointment; many mem- 
bers of the board felt they had heard all they wanted to hear from HBO 
for quite some time. 

The M/A-Com mailer, once again, did not come up directly at the 
Board meeting although Vincent Caputo, of HBO, did allude to it in 
several spots during his discussion of scrambling-compatible equip- 
ment. | felt this was a mistake, on HBO's part. Since the M/A-Com 
board rep was not present at the Monday meeting, | saw no reason 
why HBO didn’t stand up and clearly state: 

“Hey, we had nothing to do with the M/A-Com mailing and we 

disavow any connection with their promotional efforts to sell 


C band receivers.” 4 : a 
Alas, it was not said which again only increased suspicion that 


some members of the board carry; i.e. HBO and M/A-Com are much 
closer together than is generally being painted by HBO privately. 

When the Monday board meeting broke up, there were numerous 
‘press conferences’ by both HBO and the SPACE group. HBO told the 
press that they were still evaluating a ‘C Band Business Plan’ and 
nothing firm was yet ready to announce. The SPACE board told the 
press ‘We will press ahead with legislative, legal and other efforts to 
insure that home viewers are not denied access to premium service 
programming.’ Everyone was still at ‘square one’ if you could believe 
the press statements, or, what HBO told the board directly. 

And, as | note separately here (in some detail), HBO is really 
between arock and a hard place (or, ‘The Devil and Showtime’) on this 
entire program. | think the most positive thing we can say about it all is 
that there is every indication that for whatever reason or reasons, the 
TVRO industry just received a one-year reprieve from the ‘scrambling 
sentence.’ And now we need to go out and make the most of that 
‘opportunity’ and plant another half million ‘seedling’ dishes in the 
ground while we have the chance! 
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HBO/DBS ‘Prologue’ 

In mid-December, several events relating to the proposed HBO 
‘CBD’ marketing program occurred which will have some impact on 
the way scrambling finally shakes out during 1985: 

1) STC, the Comsat subsidiary formed to create a 6 channel 12 
GHz (Ku) DBS service announced it was calling it quits. Now 
some $24,000,000 into the project, Comsat has decided that 
DBS is too risky a business and is calling it quits. STC was the 
DBS planner closest to creating a ‘viable’ 12 GHz business and 
with their announcement, the likelihood that there would be a 
42 GHz ‘DBS service’ in North America much before 1990 all 
but disappeared. 

2) Showtime and The Movie Channel announced they had signed 
acontract with M/A-Com to use the M/A-Com LinkAbit scramb- 
ling system. This is the same system HBO (Cinemax) had 
previosuly contracted to use and currently being tested on 
TR21 of G1. 

The STC decision to kill their 12 GHz DBS plans immediately takes 

pressure off of HBO to beat STC into the marketplace with a 4 GHz 
‘CBD DBS’ service. The Showtime decision to scramble Showtime 
and TMC transponders (‘late 1985’) takes additional pressure off of 
HBO to try to work out some sort of ‘marketing accommodation’ with 
Showtime. As noted here, HBO cares less about offering a ‘package 
of services’ which would include Showtime (or The Movie Channel) 
than they do that any premium channels remain unscrambled after 
HBO does finally scramble. 
With STC ‘dead’ and Showtime now committed to scrambling, 
HBO has the luxury of sitting back and watching the C band terminal 
industry ‘grow’ into a world large enough to merit its own marketing 
operation and management ‘tree.’ My bottom line analysis does not 
change by these late events; we have still, as an industry, apparently 
bought ourselves ‘another year’ of unscrambled services and the 
opportunity for our universe (and political clout) to grow. 


HBO + M/A-Com ‘Shuffle’ 
When HBO sent a trio of representatives to meet with the SPACE 
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Board of Directors November 19th in Dallas, there was considerable 
anticipation on the part of many SPACE board members. “At last, they 
are coming to tell us when, and how, they will scramble” said one. 
“And, they will tell us what their marketing plans are and how our 
dealers can fit into that marketing program.” 

Expectations. 

Alas, the HBO appearance was a disappointment. The HBO trio 
said nothing which had not been said before, as recently as Nashville 
when Ken Kinderman appeared on a panel to discuss tentative 
marketing plans. In the interim 10 weeks, HBO was apparently no 
closer to their final marketing plan, or a final scrambling time schedule. 


The failure of HBO to ‘share’ their thoughts with the SPACE board 
had a re-enforcing effect. After the trio from Home Box departed, the 
Board discussed what their reaction should be. Ultimately, SPACE 
would approve an announcement which basically said: 

1) SPACE will proceed to push for legislation in Congress which 
would force those services which scramble to offer their scram- 
bled services to home TVRO owners, at a ‘fair market price’ 
(the original legislation introduced by Congressmen Gore 
from Tennessee, Rose from North Carolina and Tauzin from 
Louisiana in March of 1984); 

SPACE will proceed to prepare for an ‘anti-trust’ attack on 
HBO (and other premium suppliers), in the court system, and 
be ‘ready’ to file anti-trust suits against the program suppliers if 
the suppliers act as if they will scramble without offering their 
services to home TVROs; 

SPACE will continue to ‘be available’ to discuss possible 
marketing plans for ‘CBD' service, with the premium program 
suppliers, as long as those discussions lead towards a ‘level 
playing field’ which allows all receiver OEMs to offer scram- 
bling-compatible receivers and all (qualified) dealers to offer 
the service package to their customers. 


2 
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Aswe sawin this space in December, the when-to-scramble-issue 
is a very complex issue. Many would like you to believe that the only 


Sure, Satellite Sales Inc. has always given their customers the best possible 
pricing available. We keep our pricing competitive to insure that you get the 
best deal. But, we're just as proud of the important services that keep our 
customers coming back . . . that’s a great deal more! We offer you: Quality 
products including . Astro Products . California Amplifier . Chaparral . 
Drake . Luxor . M/A COM . Prodelin . Houston Tracker . Hero Antenna 
. KUM; Factory direct authorized distributor; Same day order processing; 


I | Quick, next day delivery; Full time warranty and repair service center; 
1 | Advertising aids and promotional support; Training seminars; Technical 
support and direct service phone line; Three convenient, fully stocked 
locations; Toll free sales order access. Call us for a good deal . . . anda 


great deal more! 


ZNTELLI TE 
(SILLS ha 


6955 Worthington-Galena Rd. 
Columbus, Ohio 43085 


Ohio Toll Free: 
1-800-521-6136 
Nat'l. Toll Free: 
1-800-345-5527 


688D Alpha Park 
Cleveland, Ohio 44143 


Ohio Toll Free: 
1-800-321-1245 
Nat’l. Toll Free: 
1-800-321-1188 


Service 
Department: 
(216) 442-4644 


405 N. Willoworook Rd. 
Coldwater, Mich. 49036 


Mich. Toll Free: 
1-800-647-1475 
Nat'l. Toll Free: 


DEALERS ONLY 1-800-874-4835 


pees 


Success... 


It takes more than just great products. 


At Satellite Earth Stations, we supply 
our dealers with nothing but the best 
in satellite receiving equipment. Not 
to mention our own custom 
equipment and plenty of brand name 
accessories. But, a great product line 
is only the beginning. 


It takes Quality Service. 

As important as any fine product is 
the service behind it. For us, that 
means fast delivery, dependable 
professional maintenance and quick 
attention to your individual needs. 


y Competitive Pricing. 
As a leader in the industry we have 

to be competitive in pricing and with 

volume such as ours, it’s easy to do. 


And a commitment to the future. 
Success demands more than a great 
line of products. Since the industry’s 

beginnings, Satellite Earth Stations has 
been committed to the future. 
Keeping on top of everything from 
the basics to the newest 
developments. Because we realize 
you are the key to our success. 


Satellite Earth Stations 
When you need us, we’ll be here. 


Satellite Earth Stations East, Inc. 

P.O. Box 160, Mamou, LA 70554 

(800) 762-2110 US. Sales; (800) 252-3307 
La. Sales; (318) 468-2201 Tech. Assistance; 
(318) 468-2203 Local 

TVRO, Inc. 

d.b.a. Satellite Earth Stations 

1106 Smith Rd., Ste. 101, Austin, TX 78721 
(800) 325-5043 U.S. Sales 

(800) 252-3457 Tx. Sales 

(512) 385-0738 Local 

JOMil Electronics Inc. 

Industry Lane, Covington, LA 70433 


(800) 654-9144 U.S. Sales; 
MASTER STOCKING DISTRIBUTORS att Locations (504) 893-4514 Local 


Satellite Earth Stations of Georgia, Inc. 

2039 Oglesby Pl., Macon, GA 31206 

©1984 ROOT, TEW, INC. (800) 334-9819 U.S. Sales 
(800) 553-1976 Ga. Sales 
(912) 743-9099 Local 
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ECI-I11 


@ OUTSTANDING PERFORMANCE 


@ CONSISTANT QUALITY 


Es COMMUNICATIONS, 
INCORPORATED 
18-A Home News Row 


New Brunswick, N.J. 08901 
(201) 828-5009 


CALL TODAY FOR MORE INFORMATION 


1-800-272-7788 
ASK ABOUT THE NEW ECI-16 


doesn’t 
have to 
be ugly! 


Or expensive. At just $29.00, the SR 2900 protective cap 
will more than pay for itself by doing just what it’s 
designed to do: protect expensive electronics from the 
elements — snow, ice or sunlight. 


The SR 2900 is constructed of sturdy ABS plastic, and 
unlike most other caps, is U/V (ultra-violet) stabilized so it 
doesn’t break down under sunlight. It fits almost any 
system, and comes individually boxed with mounting 
hardware included. 


$29.00/unit. 


Ask for information on quantity sales. Dealer inquiries 
welcome. 


Eastern U.S. customers order 
from Satellite Receivers, Ltd. 
of Green Bay, Wisconsin. 

Call toll free 1-800-556-8876 
or call 1-414-432-5777 


Western U.S. customers order 
from Warren Supply Company 
of Sioux Falls, South Dakota. 
Call toll free 1-800-843-9924 
or call 1-605-336-1830 
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VC2 SIGNAL ON TR21/ G1 recently. The next round of tests is 
underway. 


factor impacting on ‘when’ is the delivery and installation of the 
M/A-Com created Videocipher scrambler and descrambler units. 

As we explored on December 1st, HBO has a bit of a financial 
squeeze coming up; they have commitments for certain movies, to be 
released on HBO late in 1985 and thereafter, which are tied to signifi- 
cant dollars. They had planned that when these movies began to 
arrive at HBO for airing that there would be some certain (minimum) 
number of HBO (cable) subscribers on line. And, as we saw in Decem- 
ber, those ‘projections’ for subscriber growth have lagged. In short, 
HBO is facing the use of some expensive movies and the way their 
growth has been going, they will have to pay more for those movies 
than they planned to spend. 

So the delivery of the first (second, etc.) VC2 scrambler for the 
Long Island uplink at HBO is not so important afterall if it cannot be 
used to make more money for HBO. In fact, if it costs HBO money, and 
they derive no new (and much needed) income from its use, itis simply 
an artifact hanging around their neck. Ditto those 10,000 VC2C de- 
scramblers which they have said they will buy from M/A-Com. If they 
can't be used to earn HBO new cash receipts, what good are they? 
Not much. 

Inspite of all of this, HBO continues to issue great press releases 
claiming they ‘will scramble’ and then they tag a date or two on the ‘will 
scramble’ statement. The latest dates, should you care, wander be- 
tween March 1st and September 1st. 

| have attempted to diagram where things are now, and where 
they might go during 1985 and 1986. My diagrams are only as good 
as my information, and my information is only as good as the strength 
of HBO’s internal planning. Their internal planning is, in a word, 
‘rubbery.’ That is, just as the trio from HBO told the SPACE board of 
directors November 19th, ‘We don’t have our planning done yet.” 
Right-on. 

Still, there can be drawn some assumptions relative to how things 
might happen, in what sequence and with some approximation, 
‘when,’ given what we do know about the progress to date. | suspect 
that every six months or so into the indefinite future we will be doing 
this sort of ‘diagramming’ again (and again) as the influences change 
and the entire program matures. This is not to say that we don’t know 
what we are talking about ‘this time’; quite the contrary, there is only so 
much to know and therefore only so many logical conclusions can be 
drawn from the limited amount of knowledge that exists. And as long 
as HBO continues to not-know themselves what and when they will 
be doing certain things, there is also no way that we can know 
anymore than they know. You simply cannot start playing a ‘new 
game’ when nobody has adopted the rules for the game; yet. 


When it was all over, the meeting was a disappointment; a let- 
down. Not only did the SPACE board not learn anything new, but there 
was the suspicion that HBO was withholding information which could 
have been shared with the board without jeopardizing HBO plans. 


YEARS IN 
THE MAKING— 


TVRO’s 5TH BIRTHDAY PARTY as televised Octo- 
ber 18th on Westar V and Galaxy 1! 


TVRO’s most spectacular two hours/ 120 minutes of ‘The 
Roots of TVRO’ including rare film of October 18, 1979 FCC | 
approval of deregulated home TVROs, rare 1978 and 1979 
network newscasts dealing with early TVRO systems, and a 
close, intimate look at Industry Pioneers Robert Coleman, 
Robert Taggart, Richard L. Brown, H. Taylor Howard, David 
Barker, David Brough, John Ramsey and from Sri Lanka in the 
Indian Ocean, Arthur C. Clarke! 


LIMITED EDITION two-hour format VHS tapes available only 
as long as the supply lasts, only via AIRMAIL, just in time for 
consideration for ‘holiday season giving,’ to and for people in our 
exciting industry. This ‘TVRO Spectacular’ produced by West 
Indies Video and Don Hunt Teleproductions to commemorate 
the TVRO industry's fifth birthday during the Nashville SPACE/ 
STTI show ‘Birthday Party’; see the ‘party’ intact plus 50 addi- 
tional minutes skillfully woven into a professional TV two hour 
‘special’ just for you! Use order form below or call 305/771-0505 
weekdays between 9 AM and 4 PM eastern with your 
Visa/Mastercharge card handy! 


MAKE ME A BIRTHDAY PARTICIPANT! 
——— $55 (US funds) enclosed; send me VHS format two-hour 
speed ‘TVRO’s 5th Birthday Party via AlRmail to my 
U.S. address. 


——— $65 (US funds) enclosed; send me VHS format two-hour 
speed ‘TVRO’s 5th Birthday Party via international AIR- 
mail to my non-US address (including Canada, Mexico) 


NAME 
Company (if applicable) 
Address 
Town/City State Zip 


Country 


ENCLOSE FULL payment 
with order in US funds 
CSD Magazine or use Visa/Mastercharge 
P.O. Box 100858 by calling 305-771-0505 
Fort Lauderdale, FI. 33310 weekdays 9 AM-4 PM eastern. 


PAGE 72/CSD/1-85 


The Surveyor” 


Everybody is talking about it. 


Home Satellite Drive Systems 


Available from 


The Antenna Farm, Apopka, FL 305/886-6999 
National Microtech, Grenada, MS, 800/647-6144 
Satellite Video Services, Catskill, NY, 518/678-9581 
Carolina Satellite Systems, Wilmington, NC, 919/395-1167 
Earth Stations of Columbia, Columbia, SC, 803/254-0535 
Startech, Salem, VA, 800/221-4656 
NEDCO, Toronto, Canada, 416/677-1410 


Kent Research Corporation 
1900 Burdett Ave « Troy, New York 12180 
518/272-6870 


EMERGING FROM THE DEPTHS OF SPACE 
@ 2 An economical 
Ne commercial modulator 
for Satellite and MATV industries! 


* UF * 
* VHF * 
* MIDBAND * = | OUTPUT 
* SUPERBAND * OPTION! 
_. . THE MICRO-VERTER || Sug. list $80 
Rated for continuous service. LAB and FIELD tested over 4 years. 


NEW 


Available for ALL CHANNELS 2 through 30 including MID and SUPER! 
CRISP, HIGH FIDELITY performance. A classic in it’s field. 
Temperature stabilized IC subcarrier circuitry for superior stability. 


New modulation circuitry for improved performance on critical quartz 
locked and synchronous detector TV receivers. 


Built-in dual regulated power supply. Adjustable video and audio levels. 
Two RF output options: 15DBmv fixed or 35DBmy variable (10 to 35). 
Supported by an excellent nationwide DEALER PROGRAM. 


OTHER MODULATORS, FILTERS, MONITORS, CAMERAS, ETC-AVAILABLE. 
PHONE or WRITE for COMPLETE VIDEO CATALOG. 


DEALER INQUIRIES INVITED 
“Quer 20 years of video modulator expertise”’ 
DAKOTA CITY, NE. 68731 PH: (402) 987-377! 


ATV Research 
ls yarn 


13C & BROADWAY 
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As | wrote at some length in this space for December 01, HBO's 
plans are ‘problem-driven.’ A minor update or two. 

1) The first of the VC2 scramblers was finally hooked up and put 

into an operating mode late in November. This gives HBO the 
tools needed to scramble one channel of service for test 
purposes. You may recall that | also reported, in December, 
that HBO can scramble a single line (in the vertical interval) to 
test the scrambling package which means they can test without 
having to tear up the pictures on a regular service channel. You 
won't know they are testing unless you have the appropriate 
‘waveform monitoring equipment.’ 
The first quantity of descramblers, the VC2C (cable) version, 
were delivered to HBO on November 19th. There were 101 of 
these units in the first shipment and most have been distributed 
to a number of western cable television system headends 
where many are installed as you read this. Testing, using the 
vertical interval line, is underway. 

Thus M/A-Com and HBO have met their announced deadline of 
having ‘some’ descramblers installed at ‘some’ cable headends prior 
to December 31st. And that is supposed to tell ‘us,’ as well as every- 
one else that is concerned about such things, that ‘scrambling is 
coming — soon.’ And that is all crap. 


VC2C Implementation 

Our first diagram shows the probable sequence of events relative 
to the recently installed VC2C scrambler (that’s the piece that goes at 
the uplink). It was made operational November 23rd. At the same 
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HBO VC2C IMPLEMENTATION 
vVC2C SCRAMBLER STEP ONE 
INSTALLED AT UPLINK (11-23-84) 


APPROXIMATELY 100 VC2C 
DESCRAMBLERS INSTALLED 
AT CABLE DOWNLINKS 


STEP TWO 
(12-31-84) 


STEP THREE 
(3-01-85) 


TESTING PERIOD OF 
INITIAL DESCRAMBLERS 


PRODUCTION AND fee 


INSTALLATION OF 9,900 PRODUCTION 
ADDITIONAL VC2C 7-01-85; 
DESCRAMBLERS INSTALLATION) 


TESTING PERIOD OF TOTAL 
VC2C DESCRAMBLER 
UNIVERSE 


STEP FIVE 
(9-01-85) 


SCRAMBLING CAPABILITY 
READY ON ONE OR , 
MORE HBO, CINEMAX 
FEEDS 


(9-01-85) 


| PRODUCTION AND INSTALLATION! RIOR TO 
OF ADDITIONAL VC2C 7-01-85 
SCRAMBLERS (3 TOTAL) : 


» 


Heavenly reception at down-to-earth 
prices from Microdish and Uniden. 


uniden: SATELLITE RECEIVER UST-1000 
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Engineering that’s just out of this world. 


The Uniden U.S.T. 1000 offers good performance at an 
economical price. 

Special features include: detent channel selector, 
lit channel indicator, video fine tuning, variable audio 
tuning, antenna polarity mode switch, tuning meter, 
channel scan, automatic polarity switching, skew con- 
trol, channel 3 or 4 switchable modulator and quartz 
controlled frequency stability. 

Uniden’s space-age technology and engineering 


give you a complete system built to perform. The U.S.T. 


1000 is just one remarkable part of the Uniden Satellite 
Television System. 


5 @ 
u niden Uniderf Satellite Technology Systems Inc. 


Microdish offers dealers an extensive line of Uniden 
products. The availability of an item will be confirmed 
when you call in your order. Due to our enormous in- 
ventory, all orders placed by noon E.S.T. will usually be 
shipped the same day. 

To celebrate the opening of a second office in 
Bend Oregon, Microdish is offering special reductions 
on many items. Ask about our Grand Opening Specials. 


PP MICRODISH 


Price, Pride, Performance 
1-800-638-1864 
1-800-251-0511 (in Ohio) 
Telex 85-7081 


— a 


Want to sell SMATV systems? 
Let a General Instrument team help you. » ¢ 


Highest quality hardware, too. 
We have a complete line of com- 
patible, full-featured components. 
Everything you'll need and all bear- 
ing the respected 
brand name your 
prospects already 


They are ready to offer their technical 
knowledge and experience to help you 
penetrate the growing SMATV market. 

As a General Instrument customer 
with a prospective SMATV installation, 
here’s what our teams will do for you: 

1. Specify every component you'll 


For successful SMATV installations 
you need the latest “state of the art” 
full featured systems and that’s what 
we offer you at General Instrument. 
But equally important to your success 
are General Instrument designers 
and systems engineers. 


need—from dishes to head- recognize: 
ends to amplifiers and wall General Instrument. 
jacks. Write us today 


to find out how we 
can help you cash 
in on the profitable 
SMATV market. 


2. Lay out the entire system and 
give you a set of blueprints for 
your prospect. 

3. Price everything required. 

4. Provide comprehensive system 
installation instructions and 
answer any questions you may 
have. 

And all this at no additional cost to 

you. 


RF Systems Division 

GENERAL INSTRUMENT CORPORATION 
4229 South Fremont Avenue 65 Waverly Street 
Tucson, Arizona 85714 Delhi, Ontario 
602/294-1600 Canada N4B 1E8 
or 519/582-0710 


Their full-time job is to help you 
make SMATV sales and installations 
in hotels, motels, apartments, condos 
and elsewhere. 
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Satellite 
Video. 
/* Services 


The Master Stocking Distributor 
with the services you require, | 
and the products you demand. 


Full Service Distributor 

Free Monthly Dealer Training Seminars 
Free Weekly Technical Seminars 
Competitive Pricing 

Complete Technical Assistance 

Prompt Shipment and Delivery 

Factory Authorized Service 

High Demand Product Line 

Three Stocking Locations 


| © M/A Com e Luxor 

| ¢ Prodelin e Intersat 

¢ Omni Spectra ¢ Conifer 

e Uniden e Draco Aimers 
e Wilson e Winegard 


Call for free Catalog & Price List 


Dealer Inquiries Only 


The Northeast’s Leading Distributor 


Satellite Video Services, Inc. Satellite Video Services NH, Inc. Satellite Video Services PA, Inc. 
> RR #1, Box 85-S RFD #2, Harriman Hill Rd. 317 E. Pleasant Valley Blvd. 
Catskill, NY 12414 Raymond NH 03077 Altoona, PA 16602 
518-678-9581 603-895-3182 814-942-5003 
800-528-DISH — National 800-448-0012 — National 


800-242-3860 PA Only 
800-831-DISH — New York 
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COOP’ continues from page 72 


time, HBO was distributing the first shipment of VC2C descramblers 
(101 units total) to cable headends. That brings us to today and the 
testing that goes on with some degree of regularity using that single 
scrambler and those 101 descramblers. Remember that the testing is 
being done in the vertical interval test signal (VITS) so you cannot tell 
that they are testing it; it is NOT like the testing that was done for eight 
months or so on transponder 3 of Galaxy 1 where the video was totally 
messed up. Let us assume (as in forecast) that this testing will con- 
tinue until around the 1st of March. At that point, the test results are 
analyzed and a decision has to be made: 

1) Testing proves the system worked properly and itis now safe to 
move ahead with the installation of additional scramblers (for 
the remaining three HBO + Cinemax transponders) as well as 
approve M/A-Com releasing the remainder of 9,899 VvC2c 
descramblers. We make this assumption in our diagram and 
suggest that between the approval of the test results (March 
01) and the final delivery of the balance of the scramblers and 
descramblers we eat up four more months; taking us to July 
ist. 

Once the balance of the scramblers and descramblers are in- 
stalled, we have a new test period. We are suggesting in our diagram 
that this will consume no less than sixty days which places us at 
September 1 (1985) as the earliest ‘start date’ when HBO could 
throw four switches and scramble HBO east and west as well as 
Cinemax east and west. 

All of this is mechanical, and does not deal with ‘why’ HBO would 
want to scramble HBO east and west and Cinemax east and west if 
that scrambling did not give them new revenue sources. However, 
they must get through the mechanical phase (i.e. be ready to scram- 
ble by throwing switches) before they can seriously address the 
marketing aspects of selling their service(s) to home TVROs. 


HBO Marketing Options 
On the assumption that all of the testing goes OK, that HBO does 
not have a maior falling-out with M/A-Com, we arrive at approximately 
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the 1st of September with HBO ‘capable’ or ‘ready’ to throw a switch. 
Now the project moves away from the engineering realm and into the 
marketing region. This is where the real fun begins. 

In our ‘HBO Marketing Options’ diagram, we see them ready to 
throw the switch(es) on September 01. Now, what comes next? 

On the left, we have one option: they simply leave the system 
installed, test it every now and again using the VITS scrambling 
technique, and do nothing else for some indefinite period of time. 
That's the ‘sword over our head’ scenario; they could, on short 
notice, scramble anytime they wished. 

Then in the middle of the diagram we have another option. If HBO 
is not able to talk Showtime (+ The Movie Channel), and, Disney, 
Turner Cable Services, ESPN and so on into joining their ‘scrambling 
party,’ they could go ahead and scramble on their own; as we visited in 
December. However, their own internal marketing studies tell them 
that if they do this, their ‘percent of market’ they are likely to reach (i.e. 
sell to) would be very small; probably no more than 1.5% of the total 
TVRO ‘universe.’ Still, they could do this (and lose money servicing 
those 1.5% of the marketplace) because that would be ‘a start,’ and 
having done it, they might be able to talk other services (such as 
Disney) into scrambling as well. Adding Disney, for example, might 
pick them up another 0.5% of the marketplace and at this stage every 
little bit of boost would help. 

Finally, there is the third (on right) option; by some miracle Show- 
time (et al) decide to ‘join’ HBO in the CBD marketing program and we 
have the ‘promise’ of something HBO calls ‘The Galaxy Companies 
Package.’ That's where we have between 6 and 9 scrambled chan- 
nels of Galaxy, all using the same scrambling system, and all (some- 
how) being offered as a single ‘package’ of channels through a single 
marketing source. And that gets us to a new, more complex diagram. 


HBO Marketing Options/ Two 

We are still at September 01 (1985) but now we have some 
positive indication from Showtime (et al) that they will join HBO in this 
plan. HBO has the scrambling system installed and it works. They 
demonstrate it to the doubting-engineers at Showtime, The Movie 
Channel, Disney and so on and these engineers report to their respec- 


HBO MARKETING OPTIONS 
(STARTING 9/01/85) 


HBO SCRAMBLER SYSTEM INSTALLED 
AND OPERATIONAL- TESTED ON ALL 4 
HBO + CINEMAX TRANSPONDERS 


HBO THROWS SWITCH 
AND SCRAMBLES ON 
HBO EAST/WEST, 
CINEMAX EAST/WEST 


SCRAMBLING SYSTEM 
LEFT ‘HOT’ BUT NOT 
ACTIVATED 

(i.e. “THREAT”) 


HBO IS JOINED BY 

SHOWTIME, THE MOVIE 

CHANNEL, DISNEY, 
ESPN, ET AL 

IN GALAXY COMPANIES 

SCRAMBLED PACKAGE 


CBD SERVICE IS “MARKETED’ 


TO CONTINUE 
INDEFINITELY 


DESCRAMBLERS 


THROUGH CABLE ‘WIDE 
AREA DISTRIBUTORS’ 


GO TO NEXT 
DIAGRAM 
(MARKETING 
OPTIONS TWO) 


DESCRAMBLERS ~<— POSSIBLE 


PROBABLE —> 
SPACE 
LAWSUIT 


PERCENT 
OF — 
MARKET 


AND SERVICE 
ONLY SOLD 
BY CABLE 
AFFILIATES 


UP TO 1.5% 
(B) 


AND SERVICE 
SOLD BY CABLE 
AND TVRO 
OUTLETS 


SPACE 
LAWSUIT 


UP TO 30% 
(C) 


‘© tive managements that they love the system. Or, at least can tolerate 
the system. 

Now they all get together (anti-trust concerns from the Depart- 
ment of Justice aside, for now) and try to create a common marketing 
plan as well as agree on how they are going to split up the ‘TVRO 
dollar pie.’ Naturally every service involved will be after the maximum 
bucks-per-home per-month so you can envision some interesting, 
drawn-out hassles here as each participant battles for his ‘fair share.’ 
Let's assume that this process takes four months and now we are, as 
diagrammed, to December 31st. At this point, HBO and Cinemax have 
not scrambled themselves because to do so, alone, will earn them 
such an insignificant amount of additional income that they will lose 
money administering that new (TVRO/home) revenue. And, were they 
to scramble, SPACE would be all over Congress pushing even harder 
for the ‘Gore Legislation’ which will (if adopted) force them to deal with 
TVRO under federal guidelines. They would like to avoid federal 
involvement for as long as possible. 

So here we are, at the end of 1985, and still nobody is scram- 
bling. But, in this optimistic scenario, by the end of 1985 we do have 
some sort of agreement from the Galaxy program participants that 
there will be a universal scrambling system and a universal ‘marketing 
approach’ to selling a descrambled service. 

Between the end of 1985 and the first of June in 1986, we can 
project that all of the participants in this ‘ideal scenario’ will be working 
out the details of the distribution plan, and, somebody (such as M/A- 
Com) is busy tooling up for, and then delivering, the additional 
thousands of descramblers and the additional uplink scramblers that 
will be required. And now we are almost to the middle of 1986. 
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Along in here you can anticipate that SPACE will be in court as well 
as pushing for the adoption of legislation guaranteeing TVRO owners 
the right of access to the scrambled transmissions. It is probable that 
someplace in here either a court will issue a restraining order shutting 
down the scrambling plans, or, the Congress will pass legislation 
making mandatory access to the scrambled programming practical. 
SPACE is certainly on record as planning to do all of this (and more) 
and HBO is smart enough to take SPACE at their ‘word.’ 

Still, if the ‘coalition’ of Galaxy programmers holds together 
through all of this, we could have the additional services (Disney et 
al) testing their scrambling system by the summer of 1986 and we 
could have those tests completed by the 1st of September in 1986. At 
that point, if the Galaxy Companies are bound and determined to 
scramble, but not to allow TVRO dealers to be a part of the distribution 
plan, you can be quite sure that some court will stop it at that point. So 
even with everything falling into place, with the best possible meshing 
of gears, we still end up early in the fall of 1986 with no scrambling 
in place; unless along the way the Galaxy Companies have ‘made 
peace’ with SPACE and have agreed to a selling and marketing plan 
which includes our industry's OEMs and dealers. 

Which gets us to ‘HBO Marketing Options Three.’ 


HBO Marketing Options/ Three 
If we somehow arrive at the best possible scenario (September 01, 
1986) with everything in place, we have a new set of scenarios. 
On the right, everything has been resolved and now, finally, some 
20 months down the road from today, there is a Galaxy One CBD 
service available. And everyone, one supposes, is more or less 
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happy. 

That’s the optimistic viewpoint. To the left in our diagram, we 
have the CBD plan being shut down by a court or being substantially 
modified because in that 20 months SPACE has been able to push 
legislation through Congress which forces the premium (scrambled) 
services providers to deal with TVRO users and sellers on a ‘level 
playing field.’ SPACE will argue that by allowing the cable firms to 
control the distribution of CBD service, and equipment as well, there is 
a ‘cable industry monopoly’ in place which works to the disadvantage 
of the TVRO industry. Even if the cable affiliate, operating as a ‘Wide 
Area Distributor’ for the CBD service, does ‘allow’ some local TVRO 
dealers to ‘install’ the equipment, the very fact that the ‘Wide Area 
Distributor’ is a cable operator makes it difficult for the TVRO dealer to 
offer CBD service ‘in town’ in competition to the cable operator's own 
service lines. SPACE will focus on this and will show that a growing 
percentage of the TVRO sales are occurring ‘in town’ where custom- 
ers are opting for TVRO service rather than cable service. The cable 
operators would like to slow down or stop this trend, of course, and by 
controlling in their area the distribution of CBD descramblers, they 
could certainly slow down the sale of TVROs ‘in town.’ 


So SPACE will be battling not only the premium suppliers but the 
cable industry as well. And twenty months down the road from today, 
that could be a very significant battle indeed. It could, as the diagram 
shows, force everything to ‘go on hold.’ Or, as a strategy move, HBO 
(and/or others) could elect to finally throw the scrambling switches. Of 
course when they do this, the legislation introduced way back in the 
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spring of 1985 will gain new momentum because this is exactly what 
that legislation is designed to prevent; scrambling of services with- 
out offering descramblers to individual home TVRO owners. 

And so we come to the end of this diagram with the notation that we 
now have a battle raging in Congress; pitting the programmers and 
cable industry against the home TVRO owners. 


TIME-TABLE String 

The ‘strength’ of the TVRO industry will rise as the number of home 
terminals grows. The number of terminals now ‘in place’ is unknown. 
During 1985, because SPACE has begun a statistical analysis pro- 
gram, we will at least have a better concept of how we are developing. 
But the number of terminals in place, as that statistical analysis 
program begins, will never be known. 

In our final diagram, we assign some numbers to the ‘size of the 
TVRO universe’ at various points along the time-table through 
September of 1986. We make the assumption that there are 700,000 
terminals in the ground and operating on January 1st and project 
growth through September of 1986. We see slightly more than a 
doubling of our universe in that period of time. 

Starting at the top, while HBO is testing their single scrambler and 
their 101 initial descramblers, we see SPACE formulating the final 
plans for their legislative and legal options. SPACE will be introducing, 
with the help of Senators Goldwater and Gore and Congressmen 
Rose and Tauzin, two significant pieces of legislation early in 1985: 

1) A bill to pre-empt local zoning ordinances which attempt to 
keep TVRO antennas out of a municipality (Goldwater will 
sponsor and push this one), and, 

2) A bill to make it mandatory that when a premium service 
scrambles, it must offer its scrambled services to individual 
(home) TVROs for a ‘fair market price.’ 

SPACE will also be revisiting the 1982 plan to bring an anti-trust 
suit against the premium suppliers, HBO in particular since they are 
leading the pack, and while this suit would be substantially financed by 
the ‘Super-Fund’ group (within SPACE), it will be offered as the ‘will of 
the full board’ this time around. Every step HBO takes, in announcing 
their CBD program, and in setting up the distribution of their program- 
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ming through HBO appointed ‘Wide Area Distributors,’ will be very 
carefully scrutinized by SPACE. Every ‘mistake’ HBO makes in this 
process will be additional ammunition for SPACE in the anti-trust suit, 
as well as in arguing before Congress the need for adoption of the 
‘mandatory access’ legislation. 

While the two camps are jockeying for position, HBO will be 
winding through the test phase for their first descramblers and 
reaching a decision regarding installation of the balance of the de- 
scramblers and scramblers. 

Through all of this the TVRO universe grows, perhaps not as 
rapidly as many would hope, but by the fall season of 1985 most feel it 
will have achieved the mythical 50,000 per month level as a conserva- 
tive estimate. All of this tells us that as the TVRO universe grows, and 
HBO takes longer and longer to scramble or drag the other premium 
suppliers into their scrambling plans, the number of Americans ‘im- 
pacted’ by the ultimate scrambling format is growing; substantially. 
This works for both sides. 

HBO would like to have several million potential customers for 
their service, when all of this sorts out. SPACE, representing those 
several million users, would like to have everyone of them writing or 
calling their Congressman when the final votes come in Congress. 
Size, a big TVRO universe, may be the only common aspiration the 
two share. 


Synopsis 

As always, in the HBO scrambling story, we are no closer to firm 
dates nor firm action than before. But we are at least now able to 
focus on the reasons why there can be no firm dates and we are 
finally able to step back from the equipment (VC2 scramblers and 
VC2C descramblers) question to see that equipment availability, and 
delivery, is but a small consideration in this scenario. Yes, certain 
things must happen with the equipment before other things can 
happen. But even after those things do happen with the equipment 
(i.e. itis proven, in place, and ready to ‘work’), we are still not to a point 
where a hard set of dates can be forecast. 

Will HBO and the scrambling question be 1985's number-one 
‘continuing story’? We think so. 


MAJOR EVENT 
TIME-TABLE STRING 


PROBABLE 
TVRO UNIVERSE 


ONE HBO CHANNEL 
SCRAMBLE-READY; 
101 DESCRAMBLERS 
UNDER FIELD TEST 


700,000 1/1/85 


730,000 2/1/85 


900,000 = 7/1/85 BALANCE OF VC2C 


DESCRAMBLERS INSTALLED 


HBO DESCION TO SCRAMBLE 
ONLY HBO +: CINEMAX, OR, 


975,000 9/1/85 


BRING-IN OTHER GALAXY 
PROGRAMMERS 


OTHER PROGRAMMERS 
EVALUATE, THEN ADOPT 
CBD/GALAXY PLAN 


CREATION OF GALAXY 
COMPANIES ‘PROGRAM;’ 
DELIVERY OF SCRAMBLERS 
AND DESCRAMBLERS 


POSSIBLE START-DATE 
OF GALAXY COMPANIES 


12/31/85 


1.4M 6/1/86 


1.5M 9/1/86 


MULTI-SERVICE SCRAMBLED 


PACKAGE 


SPACE ADOPTS 
LEGISLATIVE 
AND LEGAL PLANS 


SPACE INTRODUCES 
GOLDWATER ‘ANTI-ZONING’ 
AND GORE ‘ANTI- 
SCRAMBLING’ 
LEGISLATION 


IF ONLY HBO + CINEMAX 
SCRAMBLE, PRESSURE IS 
OFF SPACE; IF OTHERS 
ON GALAXY ‘ACT LIKE 
THEY WILL SCRAMBLE,’ 
LEGISLATION ‘SPEEDS UP’ 


INCREASED SPACE 
PRESSURE FOR PASSAGE 
OF GORE LEGISLATION; 
DEVELOPMENT OF ANTI- 
TRUST LAWSUITS 


SPACE IN COURT 
TO STOP FULL 
SCRAMBLING 


The SR-2. 


Advanced 
therapy 
fora 


healthier 
picture. 


Your customers want a proven pre- 
scription for a crisp, clear picture with 
distortion-free audio. Now you can give 
it to them with the new second generation 
SR-2 Receiver System. It’s the break- 
through Rx. 

The SR-2 contains a break-through 
ingredient we call LPLL, the Linear-Phase 
Lock-Loop Circuit. In the past, LPLL has 
been found only in commercial electronics. 
But now, LPLL is the key in providing 
the video demodulation necessary for a 
brilliantly healthy picture, noise remission 
and improved threshold performance. 

The SR-2 also relieves other annoying 
reception symptoms your customers may 
experience. Our Automatic Video-Gain 
Control maintains consistent picture 
brightness no matter what transponder is 
selected. And the Priority Polarity Control 
provides maximum signal strength. 

For happy customers with a healthy 
outlook on satellite reception, give a 
dose of the SR-2. It’s a totally integrated 
electronics package, including remote 
control that’s user friendly in operation 
and installation. 

To give the SR-2 your own personal 
examination, call us today at 
(800) 328-7733. In Minnesota, 

(218) 681-5616. 


UNITED 
SATELLITE — a 
SYSTEMS 


St. Hilaire, Minnesota 56754 


THE SAT-TEC R-5000 WAS COPIED 
BY SO MANY MANUFACTURERS, 
- WE DECIDED TO DO SOMETHING ABOUT IT. 


POWER 


J 


HORZ IN 


— SIGNAL STRENGTH 


we Sa 


=| 


anny 


}} 


16g 


CHANNEL 


INTRODUCING THE SAT-TEC R-5000XL 


When we analyzed our competition, we 
made a surprising discovery: Other 
manufacturers were copying the SAT-TEC (~~ Q&, 
R-5000 receiver. Even more surprising, \ 
most of these imitations cost more than 
the R-5000 and didn’t perform as well! 
You couldn’ tell the imitations 
from the outside, of course. A 
green light here, a couple of red 
lights there, and they looked dif- 
ferent. But inside—exact duplicates of the R-5000. 
They say “imitation is the sincerest flattery.” And it 
was gratifying to know that we were right in believing 
we had created a remarkable receiver. So remark- 
able, in fact, that it was the most copied receiver on 
the market! Still, we weren't going to take it lying down. 


SAT-TEC R-5000XL—THE NEW AFFORDABLE 
SAT-TEC, always in the forefront of satellite TVtechnol- 
ogy, introduces the best affordable yet, the R-5000XL. 
The latest of the well-known R-5000 series, the 
R-5000XL offers refined functional simplicity and new- 
generation electronics technology. Designed to make 
satellite TV affordable, the R-5000XL doesn't sacrifice 
quality or performance. It delivers 
unexcelled picture quality. And it 
offers some unexpected features, 
such as the convenient A/B switch 
that automatically switches your TV. 
from the VHF to the dish antenna. 
The R-5000XL interfaces with the 
polarotor I, doubling your viewing 
capabilities, and a skew control 
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easily adjusts the polarotor for optimum perform- 
ance. Channel Lock AFC locks into the signal 
for uninterrupted viewing. For improved 
reliability and enhanced perform- 
ance, we've added acrystal-controlled 
modulator and double-sided, 
plated-through circuit boards. 
Extras like these plus qual- 
ity components through- 
out, mean your R-5000XL 
receiver is designed for a 
long life. And every R-5000XL 
is subjected to a series of quality controls that include 
triple-level board tests, receiver burn-in and final 
on-air checks. 


THE R-5000XL SECRET 
It won't be long before the copycats catch on to the 
R-5000XL. We can't put locks and chains on every 
receiver we Sell. But even so, we're pretty sure nobody's 
going to duplicate our product. Our secret? Quality 
components and quality workmanship in every SAT- 
TEC receiver. Something copycats hate to copy. 
Manufacturers who copy other products are taking 
short cuts. And if they take short cuts 
in design, you can bet they'll take 
short cuts elsewhere, too. So why buy 
a@ copy when you can own the 
original for less? Ask your dealer for 
a demonstration of SAT-TEC’s newest 
affordable, the R-5000XL, and see 
the difference SAT-TEC 
quality makes. 


